


Let our “Revenue Men” show you 


Take a man like 
Shigenobu Matsuda 


“Shige” is one of our “Revenue Men” 
in Honolulu, Hawaii. 


He grew up in a small sugar plantation 
town on the Island of Hawaii. His first 
goal was an education, and Shige com- 
pleted the first phase at Laupahoehoe 
High School. He then joined the U. S. 
Army. 

Immediately after his Army hitch, he set 
his sights on a college education. He 
earned a good part of his way through 
the University of Hawaii, and gradu- 
ated in 1951. 

His career field chosen, Shige immedi- 
ately went to work gaining sales experi- 
ence in several different product fields. 


It was in 1957 that he joined General 
Telephone Directory Company as a 
sales representative in our Honolulu 
unit. Last year he was promoted to 
Sales Supervisor of the Honolulu unit. 


Shige is a family man, and he and his 
wife have two young daughters. 

Men like Shige Matsuda are an asset to 
any community. It’s a common trait of 
the “Revenue Men” who work for the 
General Telephone Directory Company 
...and for you. 


From A to Z, we can give you complete, quality 
directory service—sales, publishing and printing. 
Wherever you operate, our trained ‘‘Revenue 
Men” are nearby. They’re working out of 35 
strategic locations coast to coast. 


Our “Revenue Men” act as telephone company 
representatives in their day-to-day contacts with 
your customers. They’re not only salesmen—they 
are also good-will ambassadors for you, in their 
dealings with the public. 


They’re experienced hands at helping Independent 
Telephone Companies, both large and small. So 
why not let us build directory revenue and good 
will for you through our complete service? Write 
or phone if you’d like to discuss it—without 
obligation! 


1800 Oakton Boulevard Find It Fast 


Des Plaines, Illinois In The 
VAnderbilt 7-6111 ellow Pages 


DIVISION OFFICES: 

Bloomington, Illinois « Columbia, Mo. ¢ Durham, N.C. e Erie, Pa. 
Fort Wayne, Ind. * Honolulu, H.1. © Lexington, Ky. « Long Beach, Calif. 
Madison, Wis. ¢ Manila, P.1. ¢ Muskegon, Mich. « St. Paul, Minn. 
San Angelo, Tex. ¢ San Francisco, Calif. «© Spokane, Wash. 
St. Petersburg, Fla. 





SurfHecom! 


(we've tossed a new ball into an old game) 


Attractive, modern appearance. 
Low in cost. 

Flexible, versatile, easy to use. 
No relays required or needed. 
Easy installation! 

Intercom and trunking circuits. 


Push-button and buzzer 
signalling 


Busy visual lamps. 
Fast, sure operation 


Low, low maintenance cost. 


THE MODERN, LOW COST ANSWER TO SMALL 
BUSINESS COMMUNICATION PROBLEMS! 


Suttlecom switching key systems, with two trunk capacity, 
intercom talking path, busy visuals, and trunk hold features 
permit operating companies to provide complete, modern tele- 
phone service to small business subscribers at low costs 
never before possible. 


Wiring plans for from two to nine instruments are easily 
handled by Suttlecom Keys, and industry standard Suttle 
push-buttons, buzzers, 3” bells, and connecting blocks are 
used. Installation is simple with fully color coded cable and 
terminal assignments. No relays needed! Suttlecom is virtually 
maintenance free. Uses new 50.00 SE-100X Power Supply! 


Total equipment costs for a typical 5 station installation, 
less telephones, are under $180.00! (Read that again, please!) 
Write, wire or call Suttle today for full literature and prices. 


See Sl 


SE-7080A DOUBLE KEY e  SE-6080A SINGLE KEY EQUIPMENT CORPORATION 


135 South La Salle Street @ Chicago 3, Illinois e DEarborn 2-2108 
401 N. 15th St.© Lawrenceville, Illinois © Lawrenceville 782 
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THE TE&M COVER: — IBM engineer William C. Dersch demonstrates 
“Shoebox,” an experimental machine that does arithmetic on voice command. 
He told the machine: “Seven plus three plus six plus nine plus five, sub-total,” 
and 30 was printed out. This machine recognizes 10 digits spoken naturally to 
it (not voice code), as well as six control words instructing it to perform such 
arithmetic as plus, minus and total. The device instructs an adding machine 
to calculate and print out correct answers to simple arithmetic problems. IBM 
has no plans to manufacture this device, but the experimental machine could 
be the forerunner of future voice recognition machines. It was invented by 
Mr. Dersch at the San Jose, Calif., lab of IBM’s Advanced Systems Develop- 
ment Division. 


TELEPHONE ENGINEER & MANAGEMENT is published on the Ist and 15th of each 
month by TELEPHONE ENGINEER PUBLISHING CORP., 7720 Sheridan Rd., Chicago 
26, Ill. Office of Publication, 600 S. 7th St., Rochelle, Ill. Second Class Postage paid 


at Rochelle, IIl. 





Subscriptions: U.S.A. and possessions, $4.00 per year; Canada $5.00; in all other coun- 
tries $6.50. Single copies. U.S.A. 50 cents. 





Copyright 1961 by Telephone Engineer Publishing Corp., 7720 Sheridan Rd., Chicago 26, 
Il. 


POSTMASTER: Please send Form 3579 to TELEPHONE ENGINEER & MANAGEMENT, 
7720 Sheridan Rd., Chicago 26, Il. 
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ITS 

LIKE 

TWO 
OPERATORS 
AT THE 
PRICE 

OF 

ONE 


INWARD DIALING IN A 100-LINE PABX 


USI research has produced another first in PABX Services. Utilizing the basic 
type 30 equipment, you can now provide your subscribers with the un- 
limited advantages of Inward Dialing. For you, Inward Dialing offers the 

saving of valuable CO Selector Levels and CO Numbers. In addition, In- 
ward Dialing can be added to your existing boards and be compatible with 
existing type 30 features. For additional information call USI or contact your 
nearest Graybar man. Get the details, TODAY! 


At, 
h 


f 
UNITED STATES INSTRUMENT CORPORATION UT 
P. O. BOX 1288 PHONE 3-5153 3 


CHARLOTTESVILLE, VIRGINIA 





RODUCT DEPENDABILITY 
IN EVERY PHELPS DODGE 


ee 


Types DC & DS—One Pair Aerial Distribution 


| Type DB—One Pair Buried Distribution 


‘ 


& 


Type EB—Exchange Area—Direct Burial Type 


inn 


Mrencinasncenteions APOE CE It tate sonra nmnamgenes on aan - 
PD-Tel—Thermoplastic Station Wire 


Throughout the manufacture of Phelps Dodge 
telephone wire and cable, product dependability 
is given major attention. 


Phelps Dodge builds reliability into every cable 

by using the finest materials and by applying 

years of experience in the research and development 
of communications cables to control the 

quality of these materials during fabrication. 

The result is a complete line of wire and cable 

with assured dependability that helps reduce 
maintenance costs and provide longer service life. 


Phelps Dodge will gladly help you select the correct 
construction to fit your particular requirements. 
Just call your nearest Phelps Dodge sales office. 
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S THE FIRST CONSIDERATION 
ELEPHONE WIRE AND CABLE! 


PD-Tel—Paralieiled Figure 8 Drop Wire 


PD-Tel—Polyethylene Insulated Bridie Wire 


=—\ 
——) Md, 
Type EA—Exchange Area—Aerial Type 


Type RL—Rubber Insulated Lead Sheathed 


Type ED—Exchange Area—Duct Type 


PD-Tel—Paralleled Reinforced Drop Wire | 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 
300 Park Avenue, New York 22, N.Y. 


SALES OFFICES: Atlanta, Birmingham, Ala., Cambridge, Mass., Charlotte, Chicago, Cincinnati, Cleveland, Dallas, Dayton, Denver 
nes, Detroit, Fort Wayne, Honolulu, Houston, Indianapolis, Jack ville, Kansas City, Mo., Los Angeles, Memphis, Milwaukee, 


uM 
Des WV 


eat New Orleans, New York, Philadelphia, Pittsburgh, Portland, Ore., Richmond, Rochester, N. Y., San Franci t. Lou 
ttle, Tampa, Washington, D. C 
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fiberglass 
ladders 


are strong 


if they’re 
Alico-Lite 


Many models 
and Sizes 
available 


Pe = = Se 


Non-conducting, non- 
absorbent, yet strong and 
light as an aluminum ladder! 
Power company tests indi- 
cate Alco-Lite Fiberglass 
Ladders extremely safe 
around high voltages. Resist 
chemicals, acids, gases, 
fumes, and moisture. 


Alco-Lite Fiberglass Ladders meet ASA 
Code A14.2 for portable metal ladders. The 
wider side rails are SOLID fiberglass—not 
plastic covered soft wood. The wide steps and 
rungs are high tensile strength aluminum. 
More riveting and bracing throughout! 


Ladders safe, strong, more rigid, have longer 
life, because of exclusive design and construc- 
tion. Maintenance negligible. SEND FOR 
CATALOG! 


Original Manufacturer of ALUMINUM Ladders 


flluminum Ladder Co. 


West Darlington Street Ext. 


“TITTTTIT s. carouna 


FLORENCE 1 


8 YOUR DECEMBER 1, 


LETTERS 


to the editor 


Thanks, Mr. Winters 

To The Editor:—This is the first 
time since the convention that I have 
had an opportunity to write you with 
respect to your article in Telephone 
Engineer and Management of Octo- 
ber Ist — “The USITA Story.” 

I want to commend your excellent 
portrayal of USITA in this story. I 
think it was timely 
that all of 


of ou 


something 
and _ all 
should 


and 


subscribers 


USITA 


your 
members in 
know. 

W. G. Winters, 
President, 
Texas Tel. & Tel. Gea. 


Houston 27, Tex. 


“USITA Story” Reprints 
To The Editor 


any chance you may be 


[I wonder if by 
thinking of 
running the historical story of Inde- 
pendent telephony in pamphlet form. 
this is something 
the 
would like to hold in their permanent 


It seems to me 


many people’ within industry 
files. 

H. M. Stewart, 

President, General Manager, 

Standard Telephone Co.., 


Cornelia, Ga. 


Many readers have requested re- 
prints of “The USITA Story” (See 
page 46, Oct. 1, 1961, 
TE&M). We will have reprints avail- 
able by Dec. 15. Prices will be: 1-5 
50c 6-49 copies, 40« 
each; 50 copies or more, 35c each 
Send your order to TE&M’s Educa- 
tional Div., Sheridan Road, 
Chicago 26, IIl. 


issue of 


copies, each; 


7720 


(ia 


“What Youth Doesn't Know” 
To The Editor: — Your generous 
treatment of the “What Youth 
Doesn't Know” editorial in the Sep- 
tember 15th issue of Telephone En- 
Management magazine is 
In keeping with 


gineer & 
most appreciated. 
the published permission to reprint 
the editorial, it was used in the Octo- 
ber 27th issue of the VAM News. The 
print order was 30,000 copies. Addi- 


1961 TELEPHONE ENGINEER 


10,000 reprints of the News 
NAM’s 


tionally 
insert were made for use by 
13 regional offices. 

For your cooperation in working 
with our Chicago office staff and giv 
ing the story the fine treatment you 
did, please accept our thanks. 

Harry E. Buck 

Director, 

Sales Promotion Dept.. 
Member Relations Dit 
New York, N. 


NAM 


They're on the Way 

To The Editor: — We would like to 
obtain 10 reprints of the article by 
Guy L. 
gineer, American Telephone and 
Telegraph Company, New York, N.Y.. 
entitled “Buried Cable 
tion Maintenance 


Chilberg, outside plant en 


Construc 
and Problems” 
which appeared in the issue of Tele 
Management 


1961. Will 
know if 


phone Engineer and 
magazine dated Oct. 15, 
such re- 


what the 


you kindly let us 


prints are available and 


charge for them will be. 
V. H. Baillard. 
Head, Outside Plant Apparatus Dept.. 
Bell Telephone Laboratories, 
Murray Hill, N. J 


Sorry no reprints — But we have 
sent you 10 sets of tear sheets. Hope 
theyll serve the purpose 


Information Coming 
To The Editor: 


ence to your articls regarding tran- 


This is with refer- 
sistorized protection on 
page 42 of the Oct. 15, 1961, issue. 
Having experienced quite a bit of 


equipment 


trouble in transistorized equipment 
which we feel is due to high voltage 
peak, we interested in 


were your 


recommendation for using gas-type 
tubes for protection devices. 

We number ot 
these tubes and would appreciate it 


if you would advise us where they 


wish to obtain a 


might be procured and the type of 


tube used for this protection. 
Peter C. Bakker, 
Chief Engineer, 
Central Iowa Tel. Co., 
Cedar Rapids, Iowa. 


& MANAGEMENT 





IT’S YOUR CHOICE... 


Pick the Distribution 
Wire that suits 
you best 


MUTIPAIR FIGURE N PAIR FIGURE 8 


Available in No. 19 or 22 AWG ry Available in No. 19 AWG... 
.. . Fully color coded . . . Choice reef One leg of twisted pair has 
of .109” or .134” messenger. i white stripe for identification . . . 
Choice of .083”, .109” or .134” 
messenger. 


Whatever your requirements in Dis- 

tribution Wire may be, Whitney | 

Blake can provide you with a high JACKETED PAIR 
quality product that will meet your j Available in No. 19 or 22 AWG 


specific needs. ...Fully color coded...Extremely 
tough...Easy to handle... Truly 


WRITE for new bulletin on the economical ... Choice of .109” or 
Distribution Wire of your choice. -134” messenger. 


Bulletin T-6 . . . . Jacketed Pair 


Bulletin T-8 . . . . Multipair and 
Single Pair Figure 8 


WHITNEY piaxe® W B > company 


Telephone: Area code 203 


New Haven 14, Connecticut VW CHestnut 8-5515 TWX NH84 
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The Outdoor Telephone Canopy (GP-2500, List 1) is a 
revenue builder in the daytime or at night. And it’s constructed 
to last for years. 

The large, easy-to-read lettering is silk screened in red or 
blue on the white canopy. The lettering stays bright and color- 
ful for years. Unless specified differently, red will be shipped. 

At night the unit and surrounding area are lighted by 32 
watts of fluorescent lighting. If in an area where bugs are 
easily attracted, the canopy can be treated to provide a yellow 
light invisible to most bugs. 

The large canopy protects the caller from the sun, yet there 
is complete air circulation. The clear plastic sides provide ade- 
quate protection in slightly bad weather. Also, these clear 
plastic sides discourage tampering with the telephone. 

The Outdoor Telephone Canopy can be pole, wall, or ped- 
estal mounted. When pedestal mounted, the total height of 
the unit above ground is 88’ The dimensions of the unit are 
56%” high, 3044” wide, and 39” deep. The GP-2500, List 1 
is shipped complete with pedestal, ready to install. 

Gladwin manufactures many products for the telephone in- 
dustry. Included are Shelf-Ettes®, Boothettes®, a variety of 
lighted and non lighted signs, and display stands. Write for a 
free catalog today. 


GLADWIN PLASTICS, INC. 


*" 165 COURTLAND ST., N. E. 


ATLANTA 3, GEORGIA - 525-5384 
Area Code 404 


coming 
CONVENTIONS 


NORTH CAROLINA Tel. As- 
soc., Carolina Hotel, Pine- 
hurst, N. C., Dec. 4-5. 


NATIONAL Tel. Coop. Assoc., 
Jung Hotel, New Orleans, 
La., Jan. 15-17, 1962. 


MINNESOTA Tel. Assoc.,Rad- 
isson Hotel, Minn., Minn., 
Feb. 25-28, 1962. 


LOUISIANA Tel. Assoc., 
Monteleone Hotel, New 
Orleans, La., Feb. 28-Mar. 
3, 1962. 


KENTUCKY Tel. Assoc., Phoe- 
nix Hotel, Lexington, Ky., 
Mar. 6, 1962. 


TEXAS Telephone  Assoc., 
Sheraton-Dallas Hotel, Dal- 
las, Tex., Mar. 11-13, 
1962. 


IOWA Tel. Assoc., Roosevelt 
Hotel, Cedar Rapids, Ia., 
Mar. 19-20., 1962. 


OHIO Tel. Assoc., Deshler 
Hilton Hotel, Columbus, 
Ohio, Apr. 3-4, 1962. 


WISCONSIN Tel. Assoc., 
Plankinton Hotel, Milwau- 
kee, Wis., May 8-9, 1962. 


INDIANA Tel. Assoc., Clay- 
pool Hotel, Indianapolis, 
Ind., May 9-10, 1962. 


MISSOURI-KANSAS Tel. As- 
soc., Town House Hotel, 
Kansas City, Kan., May 
21-22, 1962. 


ILLINOIS Tel. Assoc., Abra- 
ham Lincoln Hotel, Spring- 
field, Ill, May 24-25, 
1962. 


PENNSYLVANIA Tel. Assoc., 
Bedford Springs Hotel, 
Bedford, Pa., June 4-6, 
1962. 


NEW YORK Tel. Assoc., White 
Face Inn on Lake Placid, 
Whiteface, N. Y., June 11- 
13, 1962. 


CALIFORNIA Tel. Assoc., Jack 
Tar Hotel, San Francisco, 
June 13-14, 1962. 


WASHINGTON-OREGON Tel. 
Assoc., Sheraton Hotel, 
Portland, Oregon, June 21- 
22, 1962. 


OE 
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MP25A Meter Panel 
P rezas F eld 
Met 


Model 750 Air Dryer 


f r { 
it. per d 


d 


Pres re Source available t 


Model 1500 


This 500 


Er 
4 


Mode! 600 Air Dryer 


m ] 


aged Pressure Ince 
specially designe rsm “ 

PIA pe aa Seagaing sec CDO'< Model 5000 Air Dryer 
) This 5 std. cu 
day Dry Air S 


su 


tra 


Send today for the Puregas Cable Pressurizing Catalog or for the specific literature you need. 


Data Sheets: 
() Model 600 + Model G00PM + Model 750 + Model 1500 + Model 5000 


0) Price Schedule (Air Dryers, Meter Panels, Tubing, Accessories) 


O Have Representative call to discuss my requirements 


RITES RESP SEAR ss NER SRE TR AR 5 SAN tO 
Company. 


PO icisnisciaibaj rtiiilicicscnisiecediaiatieiipedaccastimniasiclidiepctanasnaiasiansilbinibindiblilimstiniiemtatine 


KEEPS ‘EM TALKING RAIN or SHINE 
The Leading Producer of Telephone Cable Pressurization Equipment 
PUREGAS EQUIPMENT GOnP.” 


° 578 Oak Street, Copiague, 





= 
TELEPHONE INDUSTRY 
AULUATIF 


Prepared By The Editorial Staff of TELEPHONE ENGINEER and MANAGEMENT 


Se CRE tat OF EA oe BO wre * ON THE 185th OF EACH MONTH 


Dear Sirs: December 1, 1961 


GROWING RELIANCE ON COMMUNICATIONS-ELECTRONICS CITED BY OCSIGO DEPUTY... 
Indication of need for more communications by Army today than decade ago is shown 
as current infantry division is authorized 40 per cent more items of communications- 
electronics equipment than similar division in 1950, Maj. Gen. Earle F. Cook, 
deputy chief signal officer, pointed out recently in address to National Security 
Industrial Association in Philadelphia. 


General Cook said "Traffic capacity of our Starcom, or global, network has long 
been of deep concern... It provides communications support to forces and agencies 
in 73 different countries. The current traffic load on Starcom is 16,000,000 
messages per year, which is 50 per cent greater than the peak year of World War II. 
This traffic load is steadily increasing and would balloon into a considerably 
greater volume in the event of an emergency." 


He stressed importance of eventual use of communications satellites so capabilities 
of system can be "dramatically increased." 

COMMON CARRIER MOBILE RADIO SYSTEM PLANNED AT INDEPENDENCE, KAN. . . . In domestic 
public land mobile radio service, Southwestern Bell Tel. Co. has requested FCC 
authorization for construction of 75-unit two-way mobile radio telephone system 

at Independence, Kan. 


Other recent applications to FCC were received from Michigan Bell Tel. Co., proposing 
5O0-unit system at Manistee, Mich. ; Harrisonburg Tel. Co., 50-unit system at 
Harrisonburg, Va.; West Coast Tel. Co., 50-unit system at Everett, Wash. ; and 

S & T Telephone Coop. Assn., 28-unit system near Brewster, Kan. 


Earlier applications granted by FCC were those of Northwestern Indiana Tel. Co., 
Inc., for 50-unit system at DeMotee, Ind.; and Michigan Bell Tel. Co., one-way 
Signaling service at Grand Rapids, Mich. 


U.S.I.T.A. PLANS 6th TELEPHONE ENGINEERING CONFERENCE . . . Sixth annual Telephone 


Engineering Conference has been scheduled to be held July 1-20, 1962, at 
Michigan State University, East Lansing, Mich. This conference is sponsored by the 


United States Independent Telephone Association through its Subcommittee on 
Engineering Education. 


Since its inception, the Telephone Engineering Conference has had the continued 
support of the telephone industry and has contributed considerably in furthering 


the training of telephone engineers. To date, 246 representatives from 82 
companies throughout this country and from Canada and South America have attended 


the conference. 


As in the past, registration for the conference will be limited to 60. A brochure 
describing the 1962 course will be mailed to USITA member companies. The brochure 
may also be secured by contacting John U. Jeffries, Coordinator, 105 Olds Hall, 


Michigan State University, East Lansing, Mich. 
Please turn to page 16 
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MONSANTO POLYETHYLENE formulations are based on long experience in 


supplying the specialized needs of the Wire and Cable Industry. That’s why you 


can always count on a correct answer to your specific insulation problem, when you 


Monsanto 


call Monsanto Chemical Company, Plastics Division, Springfield 2, Massachusetts. 


mpPE 10: Medium molecular weight natural, with non-discoloring anti- 
oxidant; primary insulation for communication, signal, and power 
transmission cables particularly where high speed extrusion in thin 
walls on small conductors is involved. 

MPE 12: Medium high molecular weight black, with non-discoloring 
antioxidant; power transmission line and drop wire insulation, coaxial 
cable jacketing, general purpose (non-critical) jacketing. 

MPE 11302: Medium molecular weight black, with non-discoloring 
antioxidant; power transmission line and drop wire insulation. 

MPE 12203: High molecular weight natural, with non-discoloring anti- 
oxidant; primary insulation for telephone and power cable; insulation 
requiring superior toughness, stress crack resistance, and physical 
properties. 

MPE 12253: Medium molecular weight natural, with non-discoloring 
antioxidant; primary insulation for coaxial cable, missile cable, and 
general insulation use. 

MPE 14202: High molecular weight black, with non-discoloring anti- 
oxidant; jacketing for telephone cable including Alpeth and Stalpeth 
cables, power cable, and other cables requiring maximum stress crack 
resistance, toughness, and expected longevity in service; also weather- 
resistant primary insulation including Urban and Rural wire and 
buried distribution wire. 


Are you receiving your copies of ‘WIRE RECORDER’’? Use 
coupon to get this useful news bulletin published by Monsanto. 


Monsanto Chemical Company, 
Plastics Division, 
Springfield 2, Mass. 


Please place my name on your mailing list to receive free 
copies of the ‘WIRE RECORDER”. 


NAME 
COMPANY 
ADDRESS 


CITY. 





Here is the complete communications sys- 
tem for efficient, economical expansion. 
Start with 30 lines and grow to 300 as your 
requirements demand. 


m@ MODULAR DESIGN 
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FAST-NOISELESS 
48V. OPERATION 


INSTALLS ANYWHERE 


MINIMUM FLOOR SPACE 
AND LOADING 


ALL STANDARD FEATURES 
AND OPTIONS 


PUSH-BUTTON CORDLESS 
ATTENDANTS CABINET 





sm eo oe 


Noreleo 
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NEWS HIGHLIGHTS . . . In Norwich, N. Y., C. E. Purple, treas., C & U Tel. Corp., 
announced company directors had declared: (1) 158th consecutive dividend on its $100 
par value preferred; dividend of $1.12% per share was paid Oct. 15 to 

stockholders of record Sept. 30; (2) 144th consecutive dividend on its $20 par 
value common; 30¢ dividend per share was paid Aug. 15 to stockholders of record 


DULY OO «6 « 


WITH THE STATE LEGISLATURES . .. In Pennsylvania Governor Lawrence signed into 
law a legislative bill providing penalties for making fraudulent uSe of credit cards, 
or obtaining telephone service through fraud. Under new law, penalties are 
graduated upward, depending on amount of service received illegally, to a $500 
fine and one year in prison. Governor Lawrence said meaSure was necessary because 
of increased use of credit cards for all types of purchases... 


ANCHORAGE PHONE SYSTEM BOND ISSUE TURNED DOWN... A proposed $4 million revenue 
bond issue for expansion and improvement of city-owned telephone facilities was 
defeated by voters of Anchorage, Alaska, in a recent election. The defeat 

marked what was believed to be the first time a revenue bond issue failed of ap- 


proval in the city. 


Newly elected Mayor George Sharrock saia failure of the issue means a complication 
of telephone problems, "but we will work them out some way... It depends on 

what the people want in the way of service." The mayor said that should any proposal 
to sell the system fall through, he would not recommend a special election on 
another revenue bond issue "right away." 


DATA FOR YOUR FACTS' FILE. . . Capital expenditures for 1961 are expected to total 
$34.5 billion, 3 per cent below 1960. Business investment for new plant and equip- 
ment touched a cyclical low of $33.5 billion in the second quarter, at a seasonally 
adjusted annual rate. A rise to $34.8 billion rate in the third quarter and to $35.9 
billion in the fourth is anticipated with expenditures in the final quarter at a 


maa 
was 


rate 7 per cent above the June quarter... 
installed in about one-eighth of all occupied U. S. housing in April 1960. Of the 
6.7 million units which cool the air by refrigeration, almost 1.1 million were 
central systems. Warm-air heating in all occupied units increased from 27 per cent 
in 1950 to 41 per cent in 1960; only 1 per cent reported no heating equipment. For 
cooking, gas was used by 5l per cent; electricity use increased from 15 to 30 

per cent of occupied housing. Liquefied petroleum gas gained to 15 per cent in 
1960. Decreases were noted for solid and liquid fuels... Peru is maintaining an 
accelerated pace of development with both gross national product and foreign trade 
expected to reach record levels this year. By the end of the first 6 months of 

1961 Peru had enjoyed nearly 2 years of financial stability, expanding industrial 
activity, and relatively steady living costs... Taxes collected by federal, state 
and local governments in fiscal years ending in 1960 totaled $113.1 billion or 

$629 per capita, compared with $99.6 billion in 1959. With other incomes, govern- 
mental revenues in fiscal 1960 totaled $154 billion, up $20.1 billion. Governmental 
expenditures of $151.3 billion compared with $145.7 billion in fiscal 1959. In- 
debtedness of all government units was $356.35 billion. . . Publicly reported cash 
dividend payments in the first 8 months of 1961 totaled $8 billion, 2 per cent higher 
than in the same period of 1960. August payments of $375 million were about the 

same as a year before. Corporate profits in second quarter rose $5.5 billion over 
the first-quarter cyclical low to $45.5 billion. 
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_~ WITH FLEXICOM INTERPHONE | 


Flexicom makes new customers | 
from present subscribers! 


Utilize the built-in demand for home interphones 
among your present subscribers, and watch reve- 
nues go up. Orbit Industries’ speedy delivery 
cuts down on required inventories. A very small 
investment starts your revenues on their way up! 
Activated through the use of the telephone, the 
fully transistorized Flexicom Home Interphone 
System features door answering, room-to-room 


ELETRONICS intercom, nursery monitoring, no-hands 


operation. 


NTERNATIONAL 


Flexicom encourages the installation of more 
extension phones... further increasing your 
revenues. Low cost means low rates, volume 
sales, and quick amortizing of your investment. 


Flexicom is what your subscribers want! Flexi- 
com is what you need .. . to keep revenues going 
up! Write or call today for complete details. 
Flexicom is marketed exclusively through Inter- 


644 BRANIFF AIRWAYS BLDG. © DALLAS 35, TEXAS © FL7-8353 
national Teletronics Inc. 


YOUR DECEMBER 1, 1961 TELEPHONE ENGINEER & MANAGEMENT 





Mostly About 
People You Know 


Kittinger Gen. Plant Mer. 
For Carolina Tel. & Tel. Co. 
Ek. P. KITTINGER has been ap- 
pointed general plant manager for 
Telegraph 


N. Mason, 


Carolina Telephone & 
Company, replacing A. 
deceased. 

Born in Rocky Mount, Va., he was 
eraduated from Virginia Polytechnic 
Institute with a BS degree. Kittinger 
joined Carolina Telephone in 1946 
as a junior engineer in the Traffic 
Dept. He served as a supervisor in 
that department and as traffic man- 
ager for the New Bern and Fayette- 
ville districts. 

In 1956 Kittinger was transferred 
to the Plant Dept. as a staff assistant 
at Fayetteville and the next year was 
named Plant Dept. staff assistant in 
Tarboro. During this period Kitting- 
er spent 10 months on special assign- 
ment with the Public Relations Dept. 
on rate case public and employe in- 
formation. He moved to the Com- 
mercial Dept. as staff assistant in 
Tarboro in 1958 and became general 


commercial supervisor in 1959, 


Edward A. McKee, Sr. 
Dies in Florida 

EDWARD A. McKEE, Sr.’s many 
friends throughout the telephone in- 
dustry were shocked to learn that 
he passed away on October 16 fol- 
lowing a coronary occlusion. 

After completing 42 years of serv- 
ice in the telephone industry, Mr. 
McKee had retired from his position 
of division plant manager of South- 
eastern Telephone Co., with head- 
quarters at ‘Tallahassee. Fla., in 
June of this year. At the time of his 
death he was 60 years of age. He and 
Mildred, 
attractive 
Clermont, Fla. 

Mr. McKee first became associat- 
ed with the telephone industry in 
March, 1919, 


his wife, were just com- 


pleting an new home in 


when he joined the 
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Plant Department of the Christian 
County Telephone Co., at Taylorville, 
Ill. In 1942 he 
with E. I. DuPont as equipment 
supervisor at the Kankakee, (lll.) 
Ordnance Works. Later he was pro- 


became associated 


moted to plant supervisor in charge 
held that 
position until he started with South- 
in June, 1944. 

Mrs. 
Nancy 


of communications and 
eastern Telephone Co.. 

Survivors, in addition to 
McKee, include a 
Kinsey of Miami, Fla.: a Ed- 
ward A. McKee, Jr. of Lincoln, 
Neb.:; five sisters, Mrs. Ethel Oates, 
Ocalla, Fla.; Mrs. Brown, 
Mrs. Iva Brown, Mrs. Myrtle Thack- 
er, and Mrs. Dorothy Spangler of 
Taylorville. IIL: 
Frank, also of Ocalla. Fla. 


daughter. 


Son. 


Jessie 


and a brother. 


Central Iowa Tel. V.P. 

Covers Territory by Air 
JOHN J. MeINTOSH, vice presi- 

dent of the 


low a Telephone ( ‘0.. 


fast-growing Central 
Cedar Rapids, 
lowa. believes that one of the most 
important traits of a growing business 


- one really on the move — is that 


of being able to provide transporta- 
tion for its management when and 
where it is needed. 

Ten years ago the company name 
pretty well described Central Iowa 
lelephone Company's sphere of op- 
erations: A small number of counties 
clustered about Cedar Rapids and 
intertwined between regional and na- 


Inde- 


pendents. Today, the company op- 


tional exchanges and _ fellow 


erates 85 exchanges serving 60,000 
telephones in Iowa and Minnesota, 
Vice McIntosh 


aircraft to cover the 


and President uses 


modern com- 
pany ’s operating territory. 
MelIntosh considered the use of air- 
planes when he was faced with driv- 
ing 60,000 to 70,000 miles per year. 
The job was a natural for air travel. 
Most lowa towns even small ones 
have serviceable airstrips, and 
many farmers maintain private strips 
across the state. Secondly, McIntosh 
could count on contacts in any town 
to provide the transportation once 
he arrived on the job. Most impor- 
tant, a week’s work dwindled to a 
day or two. 
and a 


Flying lessons, a license 


two-place aircraft turned McIntosh 
While 


chartered 


into a flying businessman. 
occasionally 


McIntosh 


helping to push back the borders of 


competitors 
an airplane, was daily 
Central Iowa Telephone Co., until it 
serves 36 counties in two 


With offices at 


Rapids, the firm is the largest In- 


now 


states. main Cedar 


JOHN J. McINTOSH (left) vice president and general manager of the Central 

Iowa Telephone Co., Cedar Rapids, Ia., takes delivery of the company’s fourth 

airplane, a Beechcraft Debonair. At right is HAROLD HALL, pilot, Wathan 
Flying Service. 
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ODDS IBY TES e0e 
OOMIIN ESS 


is another reason Chevrolet does 
better by your fleet dollars 


[ right up through trade-in time ] 


waa Ke KKK KKK Ka KKK KKK K kK 


This new Chevrolet gives you the man-sized, down-to- 
business roominess you want in a fleet car. In fact, Chevrolet 
went to the extent of using lifelike models to make certain 
models have space to spare, wherever it counts, 
for relaxing comfort. That goes for head room, leg room, 
foot room—the works. Those big wide-opening doors are 
another Body by Fisher advantage for busy fleet schedules. 
And what Chevrolet does for people, it does for luggage. 
Nobody else in Chevrolet’s field gives you a trunk like 


all its ’62 


Low-sill trunk design takes lift out of loading. 
Extra-wide lid allows easy loading from the side. 


this one, with bumper-level loading plus a deep-well floor 
that lets you take aboard odd-shaped objects other cars 
just can’t accommodate. Add to this all the traditional 
Body by Fisher advantages—its rugged durability, hand- 
some hardy interiors, through and through insulation 
against road noise and weather—and you have some of 
the best reasons why Chevrolet keeps its value longer to 
bring top trade-in year after year. . . . Chevrolet Division 
of General Motors, Detroit 2, Mich. 


Foam-cushioned front seat, front arm rests, dual sun visors, cigarette 
lighter and glove box lock are standard on all ’62 Chevrolet models. 


62 CHEVROLET “i= 
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“Mostly About People” 


(Concluded from page 18) 


dependent telephone company 


lowa. 

\s the original two-seater was re- 
placed by two four-place aircraft dur- 
ing the next few years, deal after 
deal was closed from small-town air- 
strips in several cases before thi 
competition was fully aware of the 
opportunity. 

McIntosh, who recently took de- 
livery on the company’s fourth air- 
plane. a Model A33 Debonair. has 
logged 2,600 hours on his private 


license. 


Like Father, Like Son, 
Like Grandsons 

FIFTY-SIX YEARS and five Eric- 
sons have gone into developing the 
Minnesota Central Telephone Com- 
pany from its original 60 subscrib- 
ers served over single wire grounded 
lines and crank-type magneto phones 
to its present 3,000 subscribers served 
by dial with full area coverage by 
10 exchanges. 


Alfred 


the company. looks back to the day 


L. Ericson, president of 


HAROLD ERICSON, then aged five 


and now general manager of Minne- 


sota Central Telephone Company, 
dons climbing spurs and scales tele- 


phone pole around 1905. 
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his father, Elias M. Ericson, helped 
to organize the firm in 1905. “Then 
its name was the Hector Telephone 
Exchange,” he says. “Later it be- 
came the Hector Telephone Compa- 
ny. and now it’s the Minnesota 


Central Telephone Company.” 


\. L. ERICSON, left, president of the 

Minnesota Central Telephone Com- 

pany, and his son, Harold, now gen- 

eral manager of the company, pose 

for photographs on pole crossarm al- 

most a half century ago, when Harold 
was about 2!4 years old. 


He looks ahead to younger genera- 
tions: his son. Harold L. Ericson, 
now general manager of the com- 
pany; and to two grandsons. Charles 
W. Ericson and James 0. Ericson, 
both “active in improving service, 
the aim of the company for more 
than half a century.” 

But the telephone business has al- 
ways been a tradition in the Ericson 
family. Why else would Alfred Eric- 
son and his son Harold, both several 
vears younger then, climb to the 
crossarms just for the enjoyment of 
having their photograph taken? 

“IT cannot vouch positively as to 
the age of Harold when the pictures 
were taken, but I would say he was 
about 21% years old, when I had him 
with me on the crossarm, and about 
5 vears old when he put on a pair 
of climbing spurs, and climbed the 
pole by himself never realizing 
that someday he would be general 
manager of the telephone company,” 


A. L. Ericson says. 


L. E. Rast Elected V. P. 
Of Southern Bell Tel. Co. 

L. E. RAST, assistant comptroller 
of the American Telephone and Tele- 
eraph Company, has been elected 
vice president of Southern Bell Tel. 
& Tel. Company by the firm’s board 
of directors. 

Born in Athens, Ga., Rast now is 
vice president and comptroller of 
Southern Bell. He succeeds H. R. 
Stone, retiring after a career of 50 
vears. 

Rast is a former Southern Bell 
executive who has been on assign- 
ment with A.T.&T. for the past two 
vears. His career includes 24 vears 
of experience in various positions, all 
in Southern Bell areas except his as 
signment in New York. 

\ graduate of the University of 
Georgia, he started with the com- 
pany in 1937 in the Plant Dept. in 
Florida. He was transferred to the 
Accounting Dept. in Florida in 1938 
and served in responsible positions in 
North Carolina, Alabama, Georgia. 

From 1945 to 1950 he served in 
the Accounting Dept. in general 
headquarters. Made Georgia auditor 
in 1950, four years later he was 
transferred to Florida as _ Florida 
auditor. In 1957 he was appointed 
general accounting manager, Flori- 
da area, the position he held at the 
time of his appointment in 1959 as 
assistant comptroller of A.T.&T. 

Stone began his telephone career 
in August 1912 as an office boy in 
Atlanta and 
sible positions. He worked in various 


advanced to respon- 
jobs in his first years in the Plant 
and Accounting Departments — in 
Georgia, Louisiana, Mississippi and 
North Carolina. 

After service in World War I, he 
returned to the company in 1918. 
working in Atlanta and Charlotte. 
N. C. In 1925, Stone accepted a staff 
assignment with the American Tele- 
phone and Telegraph Company in 
New York. In 1930, he returned to 
Southern Bell Company headquar- 
ters in Atlanta as auditor of disburse- 
ments. 

Stone was named general auditor 
in 1939 and became comptroller five 
years later. He was elected vice pres- 
ident and comptroller in 1952. 
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Cy 


ITCH TO 


~ FASTER 


PBX 


ACME UNDER GLASS FLEXOLINE Panels and Multi-Card Bulletins SERVICE snapping it into the proper place on the Panel. @ Keep 


speed reference to key numbers and long distance routings. other key numbers, routes and rates at operator's 
Frequently called information stays right under the operator's _finger-tips in an Acme Visible Multi-Card Holder, with hinged 
eye on Flexoline Panels that slip beneath the plexiglass. Change _—clear-view acetate pockets and large, durable index tabs. Any 
any line just by typing a new Acme Visible Flexoline strip and capacity. SEND COUPON FOR FACTS. 


Multi-Card Bulletin Holders 
keep up to 4000 or more Each Flexoline panel can be independently removed 


listings at operator's finger-tips. without removing plexiglass. 
yyy oy rNee ae VISIBLE 


pmmee "1's A 
|) ee eee 1 


F World's Largest Exclusive Makers of Visible Record Systems 
ACME VISIBLE RECORDS, Inc.,4112 North Aliview Drive, Crozet, Va 


Piease send folders on Acme Visible aids to speedier, lower 
cost PBX service. 

NAME 

COMPANY 


ADDRESS 
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CATHODIC 
PROTECTION 


CAN PREVENT 


IN DUCTS and CABLES 


Corrosion is the natural enemy of 
lead-sheathed cables installed in un- 
derground ducts. The application of 
impressed current cathodic protec- 
tion by means of a distributed sys- 
tem in adjacent underground ducts 
is accepted as a positive means to 
avoid failures. 


Durco impressed current anodes 
have proved far superior to all 
others. Avoid cable failures. Specify 
Durco Type G anode assemblies. 


We'll be glad to send you more de- 
tailed information on Duct Applica- 
tions. Ask for Bulletin DA/7. 


THE DURIRON COMPANY, INC. 
DAYTON, OHIC 


This is part of a DURCO Type G flexible anode 
assembly used in a distributed anode system 
as a means of accomplishing cathodic protec- 
tion in congested areas, 
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INDUSTRY 
), ()BSERVATIONS 


By L. 


A. 


GRITTEN 


Interlingua 
N ARTICLE in LOOK magazine 
describes Interlingua as “an in- 
that works.” 


That may be so, but it can only work 


ternational language 


where it is used. Like other “univer- 


sal” languages, it has never ap- 
proached general acceptance. Esper- 
anto. a Russian contribution in 1887, 


Ido 


and Interlingua are more recent, but 


claims one million speakers. 
apparently not more successful. 

An example of Interlingua given 
in the LOOK article is easy to trans- 
late. 


Was 


Anyone whose mother-tongue 
perverted by the 


should be 


“Inter- 


enriched or 


Roman Legionaires able 
to suess the meaning of this: 
lingua es le resultado del longe cerca 
pro un methodo de passar le barriera 
del lingua.” Unfortunately. the vast 
majority of our three billion earth- 
lings speak languages that owe little 
or nothing to Roman invasions. In- 
terlingua has no special appeal to 
them. 

General use of an_ international 


language has become essential to 
peaceful progress. Our own industry 
an example. We are set- 


Direct 


furnishes 
tine the stage for universal 
Dialing. 


anvwhere. may dial and talk to any- 


Distant whereby anyone. 
one. any where. 


That 


there are more than 100 languages, 


must remain a dream while 
each one the medium of speech for 
anything from one million to several 
hundred millions of people, not to 
mention the hundreds of lesser lan- 
suages and dialects. 

Rapid 
such as “Tel-Interpret.” may help a 
little: but 
tute for direct, personal, lingual un- 


interpretation techniques. 


they are a feeble substi- 
derstanding. 
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Here is an opportunity for the 
United Nations actually to unite, to 
the incalculable benefit of civiliza- 
tion. When every child, in addition 
to his native tongue, is taught to 
read, write and think in an accepted 
universal language, we may be close 
to the realization of Tennyson's vi- 
sion: 

the battle flags were furled, 
In the Parliament of Man. the 


Federation of the World.” 


Our Greatest? 

HO WAS the greatest man ever 

to work in the telephone busi- 
ness? If public popularity were the 
measure of greatness, we would nom- 
inate Clark Gable. who once worked 
as timekeeper and lineman for the 
Pacific Telephone & Telegraph Com- 
pany, in Portland, Ore. 

On the basis of wealth. the answer 
might be Aristotle Socrates Onassis. 
He was a telephone man in Argen- 
tina, long enough to learn the lan- 
suage and discover greater oppor- 
tunities elsewhere. 

If a genius for unethical acquisi- 
tion of electric utilities is any criter- 
ion, perhaps Samuel Insull should be 
nominated. More than 80 years ago, 
he was an operator in the first tele- 
phone exchange in London. 

A more likely contender is George 
Bernard Shaw. 
879 to July, 1880. Shaw worked on 
“Way Leave” (right of way) for the 
Edison Telephone Company in Lon- 
(He 
Samuel Insull. but know 
him.) He of his 
department. Then the Edison and 
Bell interests merged, later to be ab- 
sorbed by the post office. Shaw drop- 
ped his telephone career and became, 


From November, 


was contemporary with 


don. 
did not 


became manager 
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HOLAN'S 
CL-131 BODY 
PUTS CORNER DERRICK 
\ NEAR REAR AXLE 


New Unit Mounts on 84" Chassis, 
Yet Stable Enough for Pole ‘‘Walking”’ 


Holan’s new CL-131 Body/7500 Corner Derrick Unit 
is a husky little heavyweight. 

Short and compact, the body mounts on an 84’’ CA 
chassis — and the centerline of derrick rotation is 
less than 44” from the centerline of the rear axle. 
By ‘‘bobbing”’ off the rear, the center of gravity 
automatically shifts forward, making it possible to 
handle heavy derrick work with or without use of 
the hydraulic stabilizer jack. 

In fact, long and hefty poles can be ‘‘walked”’ to 
position with the unit, set and aligned without use 


of pike poles. 


And the compartmentation is ideal for light line 
construction or maintenance. On the right side, there 
are shelves with adjustable partitions, compartments 
for ropes and climber belts, a water cask, a thru box 
for long tools, a crosscut saw holder, and a rubber 
goods box in the superstructure that opens to the 
inside of the body. 


On the left side, there is a horizontal compartment 
with drop doors and full-length shelf partitioned for 
miscellaneous equipment. And there’s a left-hand 
lower box for heavy tools. 


Here is a compact workhorse of a unit... one that 
will save time, maneuver easily and do a multitude 
of line construction and maintenance tasks. Call 
your Holan Field Representative... or write us 
today ... for complete information. 


‘‘Walking’’ a pole is an easy task for Holan'’s CL-131/7500 Corner 
Derrick Unit which mounts on an 84” CA chassis. 


Holan Corporation, 4100 West 150th Street, Cleveland 35, Ohio 


Hpolas¥) 


HOLAN 


Subsidiary of THE OHIO BRASS COMPANY 
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Reader's Service Shelf 


ELECTRONICS AND 
NUCLEONICS DICTIONARY 


Here are thousands of words and abbreviations 
covering virtually every phase of electronics 
and aucleonics—from television to avionics, 
from nuclear engineering to space electronics. 
On virtually any question of terminology likely 
to arise in your work, you will find here the 
concise information you need—clearly present- 
ed, authoritatively defined, and instantly ac- 
cessible. By Nelson M. Cooke, Cooke Ener. 
Co.; and John Markus, McGraw-Hill Book Co. 
542 pp., 452 illus., $12.00 


LECTURES ON COMMUNICATION 
SYSTEM THEORY 


Stimulates the development of modern ap- 
proaches to the design and evaluation of new 
communication systems by defining a skeleton 
for the needed discipline and discussing major 
unsolved problems. Emphasis is on methods 
of applying mathematical models and _ tech- 
niques to the design, analysis, and evaluation 
of reliable systems. Edited by Elie J. Bagh- 
dady, Mass. Institute of Technology. 180 pp., 
129 illus., $12.50 


TIME-HARMONIC 
ELECTROMAGNETIC FIELDS 


Presents mathematical techniques for solving 
engineering problems. The book not only 
proves theorems and derives formulas, but alse 
provides numerous practical engineering ap- 
plications of the theory given. Many worked- 
out problems are included plus examples of 
newer applications and calculations. By Roger 
F. Harrington, Syracuse Univ. 496 pp., 224 
illus., $13.50 


LIGHTNING PROTECTION 
FOR ELECTRIC SYSTEMS 


A clearly written practical guide to lightning 
protection covering the protection of electrical 
systems and equipment used in_ transmission 
and distribution installations, railways, indus- 
trial plants, mines, etc. Shows the nature of 
lightning and its effects, means of protection, 
and more. By Edward Beck, Westinghouse 


Electric Corp. 310 pp., 149 illus., $9.00 


MICROWAVE MEASUREMENTS 


Contains modern data on methods for making 
precise microwave measurements. Accurately 
and completely describes electromagnetic wave 
behavior. Covers the entire field—from the 
generation and detection of microwave signals 
through measurement of impedance, wave- 
length, frequency and other topics. Provides 
you with a solid background for accurately 
measuring the microwave region of the electro- 
magnetic spectrum. By Edward L. Ginzton, 
Stanford Univ. 514 pp., 375 illus., $12.50 


FOUNDATIONS OF 
INSORMATION THEORY 


Fills the need for a concise and thorough ex- 
planation of the mathematical theory of infor- 
mation. Helps you more effectively meet today’s 
requirements in electronics, electrical engineer- 
ing, and other technical fields. The book be- 
gins with basic concepts and takes you in 
logical fashion through discrete channels, semi- 
continuous-channels, and the binary symmetric 
channel. Provides you with a reliable refer- 
ence to advanced mathematical results in the 
production and transmission of information. By 
Amiel Feinstein, Stanford Univ., 137 pp., $7.50 


INFORMATION TRANSMISSION, 
MODULATION, AND NOISE 


A fundamental guide to the basic problems in 
the transmission of information, stressing the 
unifying principles of underlying modern in- 
formation transmission systems. Emphasis is 
on the two fundamental limitations to the 
transmission ot intormation nonzero time re- 
sponse or finite bandwidth, and noise. In these 
given a unified approach to 
limitations of information 
By Mischa Schwartz, Poly- 
Brooklyn. 461 pp., 310 


pages you are 
the principles and 
transmission systems 
technic Institute of 


illus., $11.75 


LOGICAL DESIGN OF 
ELECTRIC CIRCUITS 


Now you can use the highly effective technique 
of Boolean algebra to simplify the analysis 
and design of control circuits in automation, 
computers, telephony, and other fields. The 
book fully explains this algebra logic—thus 
giving you a basic tool for use in the fields 
of control circuit design. By Rene A. Higonnet, 
Photon, Inc.; and Rene A. Grea, Lumitype- 
Photon Co. 216 pp., over 300 illus., $10.00 


ELECTROMAGNETIC FIELDS 
AND WAVES 


Clear guidance on the mathematical methods 
and basic physics essential to solving problems 
in modern electrical engineering is provided 
here. Covers electrostatics, magnetostatics, ra- 
diation, waveguides, spherical radiation, and 
propagation in unusual structures such as over 
the surface of the earth. Also covered are such 
advanced aspects as eddy currents in transform- 
er laminations performing under pulse condi- 
tions. By Robert V. Langmuir, California In- 
stitute of Technology. 227 pp., 77 illus., $9.75 


TRANSMISSION LINE 
THEORY 


Provides a systematic and rigorous treatment 
of transmission lines of various types. The book 
begins with basic electromagnetic theory and 
derives the conventional transmission-line equa- 
tions together with formulas for line constants 
and all approximations involved. Contains an 
analysis of the unbalanced line, of the hybrid 
junction and of baluns. By Roland W. P. King, 
Harvard Univ. 509 pp., 269 illus. $12.50 


Mail Your Order To: 
Educational Division 


TELEPHONE ENGINEER 


PUBLISHING CORP. 
7720 N. Sheridan Rd., Chicago 26, Ill. 
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according to his worshippers, second 
only to Shakespeare in the roll of 
the world’s literary intellects. 
Doubtless there are many others 
who should have a place in our nom- 
inations. However, our vote will still 
go to Alexander Graham Bell. What 
he did will forever outlive the glory 
of any of his successors in the busi- 


ness he created. 


Communications Breakdown 
WENTY YEARS AGO we 
fered 


tragedy. For decades to come experts 


suf- 
our greatest military 
will argue inconclusively as to who 
in the upper ranks of authority were 
to blame for the slackness that made 
possible the Pearl Harbor disaster. 

At the lowest level, there is little 
doubt about what happened — and 
what failed to happen. On Dec. 7, 
1941, at Opana in Oahu two young 
soldiers were watching the recently 
installed radar. They saw two “blips” 
and promptly reported them. (These 
were scouts ahead of the main Jap- 
anese flight.) Their officer ignored 
them. He told them to close down 
the station for the day; but as inter- 
ested learners they continued to ob- 
serve. 

Soon they saw the radar blips of 
an enormous flight of planes. Again 
they reported. Again their officer on 
duty ignored their report and told 
them to “forget it.” 

Roughly 45 minutes later the Jap- 
anese planes were over Pearl Harbor. 
Our Pacific fleet 
wiped out and some 3,500 soldiers, 


was practically 
sailors and civilians were shot down 
like clay targets at a fair. 

That warning 
should Pearl 
Harbor in readiness to repulse the 
murderous thrust. It was perhaps the 
most costly and humiliating com- 
breakdown in_ all 


15-minute radar 


have sufficed to put 


munications his- 


tory. 


SUBMIT YOUR PROBLEMS 
You are invited to tell TE&M’s 
authors your problems of de- 
partment policy or procedure on 
which you’d like to have an 
opinion. We'll do our best to 
help. 
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LM. 2-22 Dw ' Tt 


ape - 7 ok = 
WW IE. E: 


combines the “elect 
with the “physica 


@ Twisted pair 22 ga. soft-drawn copper conduc- 
tors (18 ga. also available) eliminates cross talk 
and noise induction. Insulated with high densi- 
ty, black polyethylene. Monofilament stripe on 
one conductor for polarity identification. 


@ Maximum conductor resistance @68°F is 16.14 
ohms/m feet. 


@ Galvanized steel messenger, 16 B.W.G., is an 


LOOP Install SUPERIO 


ricals” you need 
Is” you want! 


integral part of the facility. Breaking strength 
exceeds by 20% any other type drop wire. Guar- 
antees longer spans—reduced sag. 


Over-all jacket of semi-rigid polyvinyl chloride 
exceeds all weathering tests currently standard 
in the industry. Provides additional protection 
for conductors. 


@ Meets Underwriters’ vertical flame tests. 


R I.M. 2-22 DWT Drop Wire... 


COMPRESSION it’s lighter weight and stronger. Economical, too! 


Jf SLEEVE 


DROP TO HOUSE 
OR ANOTHER POLE 


BRIDLE-RINGS OR J 
of ORIVE RINGS AS 


REQUIRED 
TO TERMINAL & as 


LINE POLE TERMINATION 


Vrite today for complete details and prices 


PERIOR CABLE 


Superior Cable Corporation * Hickory, North Carolina 
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SEND 
YOUR 
PROBLEMS 
TO TE&M 


A glance through the mail received daily at TE&M’s office is 
enough to prove that readers all over the world bring their prob- 
lems and questions to TE&M. And we're happy they do. Believing 
that the questions and problems presented by TE&M readers, and 
the answers prepared by TE&M’s editors will be of interest and 
value to all readers, we have developed this TE&M feature, and 
we hope you will use it whenever you need a fast correct answer 
to a question, or a solution to some operating problem. Send your 


questions to: Editor, TE&M, 


UESTION: We are considering 
QQ... of Figure-8 cable in our 
plant. However, we've been told one 
problem with this type of cable is 
corrosion of the messenger strand due 
to water getting inside the plastic 
coating under the strand. 

We understand this 
much more severe than on exposed 
be- 
cause the plastic covering holds the 
with the 
metal strand and causes an acceler- 


corrosion is 
strand on regular lashed cable, 


water in constant contact 


ated corrosion effect. 
A NSWER: Cable’ manufacturers 

have solved this problem by ap- 
plying a flooding compound to the 
strand in extruding the Figure-8 ca- 
ble. This compound fills the inter- 


the 
prevents contact of moisture with the 


stices of strand and effectively 
metal. 

We don’t believe you'll have corro- 
sion problems with a type of cable 
treated in this Figure-8 cable 


is becoming popular with telephone 


way. 


companies, because its make-up great- 
ly simplifies installation and reduces 


labor 


UESTION: Can you give me in- 
formation on duct rodding with 
compressed air? We need a fast, ef- 


fective method of rodding our ducts 
so cable can be pulled into them. 


costs. 


have 


NSWER: Several 


been developed for rodding ducts 


systems 


by compressed air or gas. One rod- 
ding method makes use of two fun- 
nel-shaped rubber cups spaced apart 
on a shaft and a pneumatic plug at the 
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0 Sheridan Rd., Chicago 26, Ill. 


end of the duct to prevent the escap 
ing gas from flowing back. 

When compressed air or gas is ad- 
mitted through the pneumatic plug, 
it causes the plug to expand and seal 
off the gas. The double cup device 
is propelled through the duct by the 
expanding gas, bringing with it a 
nylon rope which passes through a 
hole in the pneumatic plug. A special 
reel enables the nylon rope to be un- 
reeled at 100 ft. per second. The trav- 
eling device will pass by smal] ob- 
structions. Should a large obstruction 
be met. the instrument can be pulled 
back with the rope. 

Another device of simple construc- 
tion resembles a rocket in shape and 
carries a reel of nylon line in conduits 
in. and larger. An expanding plug 
at the 
caping gas to the conduit and forces 
the rocket-shaped device ahead to the 


end, unreeling line as it’s pro- 


transmitting end confines es- 


other 
pelled. 


UESTION: We have a problem 
Q with our emergency generator. 
Our central office is near a restaurant, 
and the generator is in a back room 


Whenever we test the 
into operation 


of the office. 
generator or it 


on commercial power failure, 


goes 
fumes 
from the generator seep into the res- 
taurant. People complain of odor and 
noise. Can you suggest a simple rem- 
edy? 
A NSWER: Although you haven't 
given details of the generator lo- 
cation, we feel sure the trouble from 
the fumes is due to an improperly lo- 
cated vent pipe for the exhaust. It’s 
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possible the vent pipe is stuck through 
the wall at a low level, so the exhaust 
coming out doesn’t rise into the at- 
mosphere but flows along the side of 
the building and into the restaurant 
through the kitchen ventilating fan. 

The remedy is to carry the vent 
pipe up to and above the roof level 
of the building. At this height, the 
exhaust will rise into the atmosphere 
and be dispersed. 

As for the noise problem, be sure 
vou have an adequate size muffle: 
of good design and be certain it’s in 
good condition. If vibration from the 
engine can be noticed in the restau- 
rant, rubber mounts will help reduce 


vibration. 
UESTION: Will you explain 
how person-to-person direct dial- 
ing may be possible? 


method 


NSWER: This 


is quite new and is presently un- 


calling 
dergoing trial. Available information 
indicates the procedure (in a Bell 
office) 

On 


credit card calls the customer dials 


is as follows: 

person-to-person, collect. or 
a special access code, then the area 
code (when required) and the called 
number. After dialing is completed, 
an operator is brought in to the con- 
nection to get the called party on the 
line. obtain acceptance on a collect 
call, or secure a credit card number. 
She depresses two keys to record the 
class of call on the tape and _ start 
the The then 
dropped out of the circuit and the 
DDD station- 
to-station call. In the case of a credit 
call, the 
memo ticket showing the card num- 
matched with the 


timing. operator is 


call continues like any 


card operator prepares a 
ber which is later 
AMA ticket. 

In the Independent telephone field, 
several manufacturers are studying 
the feasibility of this type of system, 
and there are various ways of han- 
the 
dialing calls. The opinion seems to 


dling person-to-person distant 
be that operator savings on these calls 
will be limited because of the work 
time required and the diminishing 
proportion of such calls. In addition, 
the regular toll switchboard will still 


be required to handle non-dialable 
traffic, 
and assistance calls. 


abnormal load conditions, 


& MANAGEMENT 





a The 
we (INDEPEN 
“DENT 


—28-minute sound-and-color 
film about your company! 
How you started, how you 
grew, where you're going, what 
you do for your community. 
Informative. Entertaining! 
Use it now for local gatherings. 
Then donate it for years of 
use in schools. Order today! 


“The Independent,” available now at $125 
per print. Personalized with your company 
or State association name at beginning and 
end, add $15. Order from: 

Hartman, Pathenon Pictures, 25°35 
2625 Temple St., Holly- 

wood 26, Calif. Or call: 

213-DU-5-3911. 
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for 
Sample 


LASHING 


MATERIAL 


You'll be surprised at its Light Weight 


You'll be amazed at its Strength 


Cable Spinning Equipment Company 


“>, 3100 Topeka Avenue 


CE 2-7234 or CE 2-7235 Topeka ,Kansas 


CEECO TYPE C125 
GALVANIZED STEEL CASE ASSEMBLIES 


FOR AERIAL (POLE MOUNTING). 
CONTAINING FOUR TO FOUR HUNDRED SIXTY COILS. 


@ LEAD STUB ASSEMBLIES ARE PRESSURIZED, AND 


@ PLASTIC STUB ASSEMBLIES ARE SEALED IN THERMOPLASTIC 
COMPOUND TO INSURE PROTECTION FROM MOISTURE. 


These assemblies can be equipped with loading coils, capacitors, inductors 
and MF units. 


Write us for assistance on your loading problems. 


CEECO Loading Coils are sold by your telephone equipment supplier. 


COMMUNICATION EQUIPMENT & ENGINEERING CO. 


5646 West Race Avenue * Phone EStebrook 8-3109 © Chicago 44, Illinois 


350 

YEARS AGO 
IN 

TEG&M 


@ Sarah Elizabeth Brown told 
her readers: “The condition of 
the country remains unchanged. 
The price of eggs and butter is 
creeping up. The dry summer 
drove the feeders into an early 
market, and the stuff that goes 
out now is choice, scarce and 
high-priced. The turkey trust 
will bring out their stocks at 
about 25 cents. And we'll be 
thankful our birds don’t cost 
twice that much.” 


@ Daniel D. Drawbaugh, who 
claimed to be the original in- 
ventor of the telephone, died at 
his home in Harrisburg, Pa., at 
the age of 84. He conceived the 
idea of electrical transmission of 
speech in 1860, and in 1870 
claimed to have invented the 
magneto-transmitter. 


@ Roger W. Babson stated: “It 
is found that the earnings of 
telephone companies are less 
affected during periods of de- 
pression than the earnings of 
any other class of corporation 
... Telephone earnings are the 
most stable of any class of pub- 
lic utility corporation earnings, 
and therefore the securities of 
certain telephone companies 
should be attractine to most in- 


” 


vestors ... 


®@ When Dr. Sun Yat Sen, Chi- 
nese anti-royalist leader, was in 
Chicago, he used the automatic 
telephone and a secret Chinese 
directory that no American 
could hope to decipher. The 
directory was written in Pek- 
inese so worded it resembled 
the code used in long distance 
cable. With the telephone, Sun 
Yat Sen transacted his business 
and shortened his intended two- 
week stay to two days. Fearful 
of U.S. secret service agents and 
mindful of the $50,000 reward 
offered by the Chinese govern- 
ment for his capture, he con- 
fined operations to the phone. 
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AG AERO EEE ar 


iii ST ie atthe 
ELLEN MADD PED Ae | 
—— 


WIRE AND CABLE 


IN THE WORLD! 


. Cat. No. Type Specification Cat. No. Type Specification 

DBCP : Direct Burial Exchange Cable REA-PE-23 . DBCP - Direct Burial Exchange Cable REA-PE-23 

IPJ Jacketed Inside Station Wire —_— OPDW °: One Pair Aerial Distribution Wire REA-PE-17 

ADCP - Aerial Exchange Cable REA-PE-22 * ADCP - Aerial Exchange Cable REA-PE-22 

D Inside Wiring Cable _— - Retractile Cords -- 

8RDW ‘° Figure 8 Rural Distribution Wire a . AS48 ° Figure 8 Aerial Exchange Cable 
ROW ~-Rural Distribution Wire * REA-PE-15 - ie * Inside Station Wire 

REA-PE-22 ADCP - Aerial Exchange Cable REA-PE-22 


ADCP .Aerial Exchange Cable 
PBW ‘One Pair Armored Burial Wire REA-PE-24 . IPL . Parallel Inside Station Wire a 


IF YOU TALK TELEPHONE, GD SPEAKS YOUR LANGUAGE! 


REX 


2 
° 


CON OW BWA W 


pivision of American ENKA Corporation sSuDBURY ROAD, CONCORD, MASSACHUSETTS EM9-9630 
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LEICH 
LARGEST SUPPLY 


ae ee aa + ae. ae : 
eaae aaa 
VAVAVAYAVA' 


fark 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 


YOUR DECEMBER 1, 1961 TELEPHONE ENGINEER & MANAGEMENT 





otters you the 
STOCKS in the industry 


Over 1 million feet stocked in LEICH’S 
Ohio warehouse alone. 
Large stocks like this throughout the country reduce your inventory problems. 
You’re assured of fast service without having to carry large stocks yourself. 
This means direct, tangible help when you need it most. 

If you haven’t had the pleasurable experience of LEICH quality and 


service, give us a trial. Make your next order a LEICH order. 


aL a 


NEW LEICH SUPPLY CATALOG 


Everything you need 
right on your own bookshelf! 


Order out supplies from these largest stocks in the 
industry and get LEICH’S famous fast, helpful 
service. If you don’t have a copy, we’ll be glad 

to send it on request. 


LEICH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6. ILLINOIS 
PACIFIC COAST: 11401 W. PICO BLVD., LOS ANGELES 64, CAL EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
SOUTHWEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS SOUTHEAST: 5126 SOUTH LOIS ST.. TAMPA 11, FLORIDA *® 2915 W. MOORE ST., RICHMOND, VA 


manufacturers of telephones, switchboards and related apparatus since 1907 
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I'LL PUT LARGER ag Silene GRASSROOTS 
TRENCHERS (gag Sige OPINION 


TO SHAME! 


2 Pere el KPO, os Meat Outclasses Cabbage 
6-hp Engine ise sei “Lincoln’s Gettysburg Ad- 
Positively : Bi rents dress has 226 words; the Lord’s 

Self-Propelled fo . i she ; tS abt ee ey Prayer has 56 and the Ten 
ad : ¥ f a ye * Commandments 297. Just for 
Self-Transporting i : at5 the record, the words in a fed- 


NEW oo a S, Phy Zt ee eral order dealing with the price 
Pe 


> lee s - ”» 
AY ts Se 5 of cabbage number 26,911.” — 


Ps iat <A 6 eas” | 
DAVI Vy 36 TRENCHER a dare me 
= ‘ ° 
is a trenching 


man’s trencher with ability to dig where twice-as-expensive machines Bureaucratic Kibitzers 

won't. Maximum power from its 6-hp Briggs & Stratton engine is directed “Too many people in govern- 
a ——* = only Sopra pssst for pe emg seigponsn hin ment are telling businessmen 
ightweight design and positive 6-speed winc rive. Has many big- a ; : , 
machine features including protective torque limiter and self-transporting enn ion ee be 8 it. * 
drive. Digs 3” to 6” wide to 36” deep at speeds up to 500 fph. Trenches great many of these loudmouths 
by itself — uses horsepower not manpower. Compare the W-36! You'll 
agree it’s powered and priced for profitable digging. Write for free make it a profitable operation. 
descriptive literature. We can even remember a for- 
mer President who fouled up a 


couldn’t run a peanut stand and 


a 
BP DAVIS NIFG. INC. 1514 S. McLEAN BLVD., WICHITA 13, KANSAS Rise 
W3-1061 small __ business —Brewery 


Gulch Gazette, Bisbee ( Ariz.) 


Face 


CHICAGO'S NEW oe 
DOWNTOWN MOTEL of people die of gas. A few in- 


haled it; a few more lit it; 


but most of them just stepped 
on it.” —Ovid (N.Y.) Gazette 
and Independent. 


Michigan Ave. at 8th St. Across from Conrad Hilton 
Chicago — WE 9-2800 —TWX-CG82 


Is Russia Laughing? 
“We are spending billions for 


_e@ Closest motel to all defense against communism, 
NaS: S5eeuesaeres sae convention centers, com- which is the ultimate in social- 
r eT : mercial and shopping ism, while we go ahead under- 
[SR eeeueesseee areas, theatres, mining our free enterprise sys- 
TEE EEE = museums, art centers, tem. Russia must be laughing 
= and concert halls. up her sleeve as we lay the 
groundwork for her political 
philosophy.” —Nazareth (Pa.) 
Item. 


Free motel parking, 
in-and-out privileges. 


Heated swimming pool. 

So Is the Fence! 
Free TV, radio, ice cubes “If the grass is greener on 
wake-up coffee. the other side of the fence, you 
can bet the water bill is high- 
er.” —Bonduel (Wis.) Times. 


Held At The Conrad Hilton Hotel 


Complete group meeting 
facilities for up to 
500 persons. 
Ail credit cards honored; member Ouch! 
of AAA, Best Western Motels. e 24-hour switchboard ” ‘ . : 
° ’ The best board of education 


Reservations Quality Courts. valet and room service. 


Write for Reservations Dept. 36 is often a_ shingle.” —West 


Springfield (Mass.) Record. 


Make Reservations Now For The 1962 U.S.I.T.A. Convention 


Airport limousines stop at our door. 
YOUR HEADQUARTERS FOR BUSINESS AND PLEASURE 
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all you need is a cable, a clamp and a pole 


Anaconda Figure-8 Telephone Cable 
eliminates separate messenger and spinning 


You save time at every pole with Anaconda Figure-8 cable, 
because both messenger and cable are combined under one 
common Figure-8-shaped jacket that is easily installed into 
tight-gripping cable clamps. There is no field spinning, no 
separate messenger reel. 
And when you dead end Figure-8 at a pole, 
there is no end curl or twisting because 
Anaconda’s exclusive ‘‘dead’’ strand is pre- 
formed to stay put. In fact, ‘‘dead’’ strand 
eliminates twisting altogether even when you 
lay cable by the road. 
Figure-8 cable is long-lasting. It resists 
abrasion, scraping, flexing — moisture, heat, 
and cold. An Anaconda-developed sealing 


compound prevents moisture migration and corrosion. 

Anaconda makes Figure-8 Telephone Cable with standard 
color-coded Alpeth or Cupeth constructions, with longitudinal 
corrugated shields on all sizes for flexibility. Average mutual 
capacitance is 0.083 mf/mile. 

Find out more about Anaconda Figure-8 Telephone Cable. 
Contact your local Anaconda representative or write to 
Anaconda Wire and Cable Company, 25 Broadway, New York 
4, New York, Department EFL-1-TE. 61331 


ANACONDA 


FOR FIGURE-8 TELEPHONE CABLE 


THE INDEPENDENT MANUFACTURER FOR THE INDEPENDENT TELEPHONE INDUSTRY 
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DON G. MITCHELL, (left) vice chairman of the board, General Telephone and 
Electronics Corporation, was the keynote speaker at the 69th Annual Meeting 
of the Greater Muskegon Chamber of Commerce recently in Muskegon, Mich. 
His topic for the event that drew more than 500 guests was *“‘“Muskegon, — and 
the Future.”” The meeting saw T. A. Saunders (right), president of General 
Telephone Company of Michigan, retire from the presidency of the Muskegon 
Chamber of Commerce after his one-year term of office. In this photo Saun- 
ders greets Mitchell at the Muskegon Air Terminal. 


AMERICAN 

INSTITUTE 
ELECTRIC 
ENGINER 


P. E. HAGGERTY, president-elect of the 90,000-member Institute of Radio En- 
gineers, (left) and WARREN H. CHASE, president of the 70,000-member 
American Institute of Electrical Engineers, confer on steps to consolidate their 
organizations into one international engineering society. The boards of direc- 
tors of AIEE and IRE have appointed a committee to study the question and to 
make a report by February 15, 1962. The plan will be submitted to the mem- 
bership of both organizations. If approved, target date for “‘consummation”’ is 
January 1, 1963. Haggerty is president of Texas Instruments, Inc., Dallas, Tex.., 
and Chase is vice president of the Ohio Bell Telephone Co. 
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Directors of the Western Caro- 
lina Telephone Co., Weaverville, 
N. €., elected THOMAS H. 
SAWYER (above) president, to 
fill the vacancy created by the 
resignation of Linn D. Garibal- 
di, Charlotte, N. C., as president 
and director. Sawyer was also 
appointed to a similar position 
in Westco Telephone Co., a 
wholly owned subsidiary of 
Western Carolina Telephone Co. 


« 


JOSEPH C. MORREALE has 
been named area’ marketing 
manager for the _ Electronic 
Services Division of Raytheon 
Co. He will be headquartered at 
Hawthorne, Calif. Previously, 
Morreale was a member of the 
marketing staffs of Radio Corp. 
of America and the Autonetics 
Division of North American Av- 
iation, Inc. 
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(L to r): MRS. W. B. 
HARRISON, Alfred, N.Y.: 
MRS. W. BRADFORD 
HARRISON, Dryden, N.Y. 


TT 


t :% 
, Fy 
Ske 


al 


(L tor): MRS. ROBERT E. 
THUEMMEL, Port Hope, 
Mich.: MRS. E. P. CORBIN, 
Monticello, Utah: MRS. 

J. W. CORBIN, Moab, Utah: 
MRS. J. WALLACE CORBIN, 
Moab, Utah. 


(L to r): MRS: 
DONALD HALL, 

St. Mary’s, W. Va.; 
MRS. E. F. SAXTON, 
Lansing, Mich.; 
MRS. IRVING 
COUSINO, Newport, 
Mich.: MRS. LeROY 
DARLING, St. 
Mary’s, W. Va. 


(L to r): MRS. H. A. 
BISHOP, JR., Starke, 
Fla.; MRS. ERNIE 
HERZOG, Hale, Mich.: 
MRS. KENNETH 
STRAW, Caro, Mich.: 
MRS. ERNEST PATZ, 
Dryden, N.Y. 


(L ter): MRS, 
G. LEWAN.- 
DOWSKI, 
Sanborn, N.Y.: 
MRS. TOM 
SAWYER, 
Weaverville, 
N.C.; MRS. 
ROBERT 
RUSSELL, 
New York, 
N.Y.: MRS. 
FRANK 
RITCHIE, 


Weaverville. 


ITC Ladies Lunch 
At USITA Meeting 


WIVES | like 
And the 
Telephone Corporation, New 
York, N.Y. was determined 
to let its USITA 


-going supervisors 


conventions, 


too. Independent 


not Con- 
vention 
spouses be stay-at-homes. So 
the the 


wives to 


brought 
They 


meet and enjoy each other, 


company 


along. got 


and to see Chicago as well. 


iH, 


ate i 


(L to r): MRS. ROGER J. 
TUTTLE, Alfred, N.Y.; 
MISS FRANCES STAFFORD, 
Port Hope, Mich.; MRS. 
JAMES J. BAKER, Port 
Hope, Mich.; MRS. 


(L to r): MRS. 
ROBERT INGLE, St. 
Mary’s, W. Va.; MRS. 
NORM SMITH, New- 

port, Mich.;: MRS. 
JACK BELL, Caro, 
Mich.: MRS. BILLY 
FERGUSON, Dryden, 
N.Y. 


ep t 


WILLIAM WOOD, Dryden, N.Y. 
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CUTS POWER COST 90%...SPACE BY 80% 


SINGLE CHANNEL CARD 


NEW COLLINS TRANSISTORIZED CARRIER...UP TO 600 CHANNELS 
Now... the freedom of maintenance and reliability inherent in transistorized 
equipment, at a saving of up to 90% in power and 80% in rack space over tube COLL NS 
equipment. This is Collins new MX-106 fully transistorized carrier. Either in 


microwave, wire or cable systems — or any combination of these 


— the new multiplex is compatible with Collins MX-103, Western 
Electric L-Type, CCITT, and other carriers. Its design permits 


easy and economical expansion to meet changing require- 


ments. For details, write Collins Radio Company, Texas - 
Division Sales, 1930 Hi-Line Dr., Dallas 7, Texas. = COLLINS > = ARRIER 


ory 


COLLINS RADIO COMPANY °« DALLAS, TEXAS > CEDAR RAPIDS, IOWA + BURBANK, CALIFORNIA 





EDITORIAL 


“Below Consumer Price Index Increases” 


gm FOR SEVERAL YEARS we have repeatedly 
expressed our belief that the type of commission 
regulation that begins and ends with hammering 
down the rates a telephone company can charge 
is not the type of regulation that enables a com- 
mission to meet its responsibilities to the public, 
and to the company. 

This thought came to mind the other night as 
we reviewed recent rate orders and compared 
some of the decisions with remarks made at the 
recent convention of the National Association of 
Railroad & Utilities Commissioners (NARUC). 

For example, the NARUC Committee on Rates 
of Public Utilities reported to the convention 
that “in a period of continuous rises in the cost 
of living there is a strong public desire for rea- 
sonable rates which are stable over an extended 
period of time. As your committee has stated in 
previous reports, these public wishes require 
the proposal and prescription of forward-look- 
ing rates based on the economic realities of these 
times. Regulation has done a good job in keeping 
most rate increases well below consumer price 
index increases .. .” 

We have no quarrel with that statement. Proof 
that regulation has indeed “done a good job in 
keeping most rate increases well below consumer 
price index increases” is well known to anyone 
who studies the rate increase authorizations is- 
sued by some of the nation’s regulatory agencies. 
Actually, since the war the over-all cost of tele- 
phone services has gone up only one half as 
much as the general rise in living costs. 

Right along with the members of regulatory 
agencies we agree with the premise that a regu- 
latory body must see that the telephone sub- 
scriber secures the same satisfactory service at a 
price which he might expect to pay if he were 
buying telephone service in an open competitive 
market. 

However, we believe each regulatory commis- 
sion has another responsibility which is equally 
important. That responsibility concerns _ itself 
with regulatory recognition of two facts: (1) The 


revenue produced by commission-established 


rates must be sufficient to cover expenses, taxes, 
depreciation, pay fixed charges and dividends, 
and permit the company to build up a reasonable 
surplus; and (2) the rates must permit earnings 
high enough to attract new equity capital on 
sound terms, and in sufficient amounts to pro- 
vide a sound capital structure. 

Rather than so much concern with “keeping 
telephone rate increases well below consumer 
price index increases,” we believe those who reg- 
ulate should give considerable thought to author- 
izing rates that will permit telephone company 
earnings Which are comparable with non-regu- 
lated, well-managed businesses which have simi- 
lar risks. 

It seems to us that rate decisions based on 
“keeping telephone rates well below the con- 
sumer price index increases” ignore the fact that 
regulatory commissions do have responsibilities 
that include not only the responsibility of seeing 
that the public has good and adequate communi- 
cation service at fair rates, but also include the 
responsibility for making sure the rates produce 
earnings that will permit the company to meet 
its obligations and successfully compete in the 
free market for labor, materials, and capital. 

When all regulatory commissions pay as much 
aitention to their responsibility to the company 
as they pay to their responsibility to the public, 
we are sure two things will happen: (1) More 
commissions will be approving rates that will 
produce earnings that will stimulate progress, 
increase incentives, and nourish innovation; and 
(2) more of the nation’s telephone companies 
will be proving that ample profits will produce 
better goods and services at less cost to the con- 
sumer than lean profits could ever produce. 

We know that’s sort of a two-pronged job. But 
nevertheless it is a job that must be tackled. If 
it isn’t tackled, then someday those who regulate 
may well come face to face with the fact that 
regulation that is oppressive may work to the im- 
mediate advantage of the user of service today, 
but it may also ultimately work to his grievous 
disadvantage for many tomorrows. 


(The foregoing editorial, although copyrighted, may be reprinted in whole or in part 
without charge provided the publication’s name and address are shown on the reprint, 
four copies of the reprint are filed with this publication, and the editor is advised of 
number of reprints made. This legend need not appear on the publication.) 
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"They're right! 
There is no 
weak point in 


(59) Amertel's 


zinc coating." 


ZB. 
4 





YOU bet we’re right! We know there’s no weak point in the coating of USS Tiger Brand Amertel because 
we're fussy about our hot-dip galvanizing. We use nothing but the best—top grade steel wire (made in 
our own mills to our specifications); commercially pure zinc; and qualified and experienced men who 
know galvanizing from the ground up. We’re fussy about little things, too. Take wiping for example; all 
the excess zinc is wiped off so the coating is uniform throughout. You never have to worry about cracking 
or flaking, even if Amertel wire is bent 180°. All this pays off for you in lower maintenance costs and 
reduced replacements. In addition, you get all the advantages of high tensile strength and low electrical 
resistance. For your next job, check the advantages of using Amertel 85, Amertel 135, and Amertel 195. 
Write American Steel and Wire, Dept. 1424, Rockefeller Building, Cleveland 13, Ohio. 


USS, Tiger Brand and Amertel are registered trademarks American Steel and Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & Iron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, Distributors Abroad 
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Hearings by Senate Small Business Monopoly 
subcommittee indicate no early decision on go- 
ahead to industry in development of plans for 


satellite communications system . 


PROSPECTS that the United States communications 
industry might be given the nod in the relatively 
near future to go ahead with the development of plans 
for a satellite communications system and thus give 
this country a first in the space field appear to have 
dimmed considerably. This theory is based on. testi- 
mony which was offered by government witnesses at a 
Senate Small Business Monopoly subcommittee hearing. 
The Senate group. headed by Sen. Russell Long (D.. 
La.). held a two-day session to examine the recommen- 
dations contained in the report to the Federal Com- 
munications Commission of the ad hoc committee of 
international common carriers established by the FC( 
to work out a program for development of such a sys- 
tem 

Because the ad hoc committee’s recommendations 
reported in previous TE&M’s were still under con- 
sideration at the time of the Senate subcommittee’s 
hearings. the three government witnesses called to 
testify declined to get into any discussion of the spe- 
cifies of the report. 

Their testimony added little new knowledge of the 
subject of space communications. But out of the hear- 
ing came strong indications that a final decision as to 
how such a system is to be operated will not be forth- 
coming for some time into the future: and when the 
question is resolved, it will be done at the highest levels 
of government, not by the FCC alone. 

The three government witnesses were FCC Chairman 
Newton Minow, Assistant Attorney General Lee Loe- 
vinger, and Dr. E. C. Welsh, executive secretary of the 
National Aeronautics & Space Council. 

While declining to discuss the recommendations of 
the ad hoc committee directly, the three government 
officials did in their testimony agree on two points: 
That while a final decision on United States’ interest 
in a satellite communications system is pending, the 
nation is not suffering from any delay, because research 
and development and other work continues; and all of 


them indicated that when a decision is reached it will 


be the product of inter-agency discussions. rising to the 


cabinet level, and possibly with final action by the 


White House. 


Hearing Probes Financing, Competition 

HE THRUST of the questioning by Sen. Long at 

the hearing centered on two main issues: Financing 
of any system, particularly as to what part of the costs 
of launching satellites and operating the system should 
he incorporated into existing rate bases of the present 
international carriers, if they are to operate the sys- 
tem; and, secondly, whether the ad hoc committee rec- 
ommendations would lessen. rather than broaden, com- 
petition in the communications field. 

Chairman Minow took the position, and Sen. Long 
agreed with him, that the FCC could not answer ques- 
tions specifically related to the ad hoc committee report 
when the commission did not yet have before it all 
comments that could come before it from interested 
parties and thus had not ruled on the report. 

Judge Loevinger and Dr. Welsh took the same posi- 
tion. But all three men, in responding to questions, in- 
dicated reservations on the part of administration offi- 
cials about the report submitted by the ad hoc group 
in early October. Each in his own way stated flatly 
that the final outcome of just how the United States 
will participate in development of a space communica- 
tions system will be determined at the highest levels 
of the government. 

Chairman Minow noted that the FCC is just “one 
of a number of agencies concerned” with this problem. 
He asked congressional advice as an aid in reaching 
a dec ision. 

Judge Loevinger, declaring that the Justice Depart 
ment is “not dragging its feet” in the matter by not 
yet having reached a “definitive position,” stated that 
“This is a matter of such importance that we need ac- 
tion at at least cabinet level.” 

Dr. Welsh told the subcommittee that when studies 
of the ad hee report are completed and a “definitive 
administration” position can be reached. “it presumably 
would take the form of a recommendation to the Presi- 
dent.” 

While Chairman Minow was extremely cautious in 
discussing the ad hoc group’s report, the Justice De- 


partment and Space Council spokesmen did offer some 
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criticisms of the international carriers’ proposals in 
their testimony. 

Judge Loevinger said he feels that the industry rep- 
resentatives serving on the committee made an honest 
effort to come up with a report that all could agree to: 
He added, the Justice Department’s study of the report 
so far has left the department with some dissatisfaction 
with its contents. He declared that the recommendations, 
based on this preliminary review, “are not adequate to 
the achievement” of President Kennedy’s satellite com- 
munications policy statement of last July. He charac- 
terized the report as “inadequate” because of its “gen- 
eralities and omissions.” 

Dr. Welsh, in a prepared statement, said: “The ad 
hoc committee has submitted a proposal, which its 
authors indicate to be in accordance with the Presi- 
dent’s policy. | am sure that we all recognize that such 
a proposal is not the only method which might be con- 
sidered for organizing the communications satellite 
industry, and that other alternatives would also be 
judged against the public interest policy requirements. 
I might add that, in my judgment, it was both reason- 
able and useful to have given an industry group such 


an opportunity to make recommendations.” 


Dr. Welsh Adds **Generalizations” 

HEN HE added several “generalizations” consid- 

ered appropriate. In them he offered some critical 
comments which could be interpreted as aimed directly 
at some of the companies which served on the ad hoc 
committee. In one of these. Dr. Welsh stated that “It 
is significant that the private companies, which pro- 
duced the ad hoc committee report, recognized that 
svevernment regulation alone would be insufficient and 
hence recommended that there also should be U.S. 
government representation on their proposed Communi- 
cations Satellite Corp. board.” 

Next, he declared that “Those who previously had 
stated that they could have a communications satellite 
system in operation in a very short time, if the U.S. 
sovernment would let them, either have modified their 
view or are not numbered among the signers of the 
ad hoc committee’s report.” 

The Space Council official’s final point was that 
“The concentration of economic power, which now 
exists in our communications business. should not be 
enhanced by the introduction of communications satel- 
lites. On the other hand, it does not seem reasonable 
to expect that the existing problems characteristic of 
economic concentration will be solved in the process 
of organizing a communications satellite corporation.” 

This last point was the theme which ran through the 
questioning of witnesses during the two days of hear- 
ings. They were questioned particularly about whether 
the proposed non-profit corporation of existing carriers 
contained in the ad hoc committee’s report might give 
dominance to the American Telephone & Telegraph 
Co. in the operation of the system. 


Subsequent to the Senate monopoly subcommittee 


hearings, the FCC received filings from only two com- 
panies to the invitation it had issued to comment on 
the ad hoc committee’s report. 

General Telephone & Electronics Corp. which did 
not serve on the ad hoc group but which would be elli- 
gible to participate in the system as recommended by 
the committee endorsed the proposal, offering 
to make “an initial capital investment of at least $500,- 
000 in a joint venture which conforms substantially to 
that proposed by the majority of the committee 

In making its report, the committee had recommended 
that the non-profit corporation it proposed should be 
permitted to include international common carriers and, 
in addition, any U.S. communications company which, 
either directly or indirectly through a subsidiary or 
subsidiaries, provides common carrier communications 
services within the U.S. and also originates communi- 
cations services in a foreign country or countries which 


terminate in the continental U.S. 


GT&E Urges Modification 
Of Majority Proposal 

N COMMENTING on the ad hoc committee report, 

General said it “strongly urges that the majority 
proposal be modified to provide that all interested 
‘domestic.’ as well as ‘international’ carriers, be per- 
mitted to make capital commitments at the outset of 
the venture. 

“General submits,” its filing continued. “that this 
would require but slight modification of the majority 
proposal in that only those ‘domestic’ carriers making 
capital commitments of $500,000 or more could indi- 
vidually designate directors and all interested domestic 
carriers not electing to make individual capital com- 
mitments of $500.000 or more could collectively elect 
one director.” 

Adoption of this modification, General said, would 
not only afford the new venture access to technical 
know-how and capital which might not otherwise be 
available to it but that it also would provide a means 
of broadening the base of ownership to avoid dom- 
inance. 

The only other company commenting on the ad hoc 
committee report was Hughes Aircraft Co., which 


urged that the communications satellite company “be 


a profit-making corporation in the American tradition” ; 


that the company be financed through public stock sub- 
scription; and that the satellite and ground stations be 
“considered as a complete and unified system.” All 
these suggestions are contrary to the recommendations 
of the ad hoc group. 

Hughes also pushed for a high-altitude system, and 
said that $60,000,000 would be a “realistic cost esti- 
mate for such a system,” based on assumption of 50 
per cent launch success. The aircraft company said it 
also did not agree that the use of satellites is several 
years away, and said it can have a commercial system 
in operation one year from the time it is permitted to 


proceed. 
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SECURITY ANALYST 
LOOKS AT THE 
INDEPENDENT TELEPHONE STOCKS 


Some of the smaller companies are at the crossroads. What 


decision is right for you? Should you merge or consolidate into 


a larger system? Would an REA loan solve your 


problem? Should you seek public funds? 


By MISS MARJORIE M. JONES 
White, Weld & Co., New York, N. Y. 


_— IS THE OBJECTIVE of security analysts? 
The answer is simple to make a profit for our 
clients. 

We are expected to channel the investor's money into 
industries and into particular companies in such in- 
dustries. resulting in profits commensurate with the 
risks assumed. Although the objective is clear cut. at- 
tainment of this aim is not always so easy. 


How do we utility analysts proceed to this end? In 


particular, how do we go about analyzing the Indepen- 


dent telephone company stocks? 

First, a careful study is made of the past record of 
vour industry. We find that for the last two decades tre- 
mendous growth has taken place. The number of phones 
in use has tripled. Outlays for plant have been huge. 
Gross revenues. helped in many cases by rate relief, 
have shown sharp increases. 

We discover the population push into the suburbs 
has brought not only rapid expansion to many Indepen- 
dent telephone companies but has caused problems as 
well. A number of Independents have solved their prob- 
lems by effecting mergers into large systems. Others 
have worked difficulties out through sound financing 
programs and a bold attitude toward obtaining rate 
relief, 

We use all this past data as a basis for projecting the 
future. Based on population trends, increases in the 
standards of living and the fact that your service now 
reaches into every aspect of living in this country, it is 
impossible to foresee anything but continued growth 


for the industry. 


Capital expenditures, to expand and to improve exist- 
ing services, will continue to be large. Financing re- 
quirements will be heavy. For various reasons, mergers 
and consolidations are likely to continue. Larger com- 


panies will become stronger. 


Look at Individual Companies 

A FTER DETERMINING that the Independent tele- 
phone industry has interesting growth prospects. 

it is necessary to look at the individual companies. We. 

as analysts, must try to select the companies which will 

give above-average performances. We do this by con- 

sidering many factors. 

We check the population growth trend for the area 
served. the economic conditions affecting that terri- 
tory, regulatory climate, revenue growth, all operat- 
ing data to give us an indication of efficiency. financing 
policies. plus many other aspects. 

However. what single yardstick can we look at which 
will indicate management’s ability to cope with terri- 
torial, regulatory, operational and financial problems? 
The answer is the trend of per share earnings. 

\ company may service an area with a population 
erowth trend twice the national average: revenues may 
be increasing at a rate of 10 per cent annually or bet- 
ter: but if that growth cannot be translated into per 
share earnings growth. it is of no benefit to the stock- 
holders. 

If one were to check the market performance of the 
stock of such a company, he generally would find that 


over the years the stock had appreciated roughly in 
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TYPE 80A PABX. A complete communications 
system for up to 80 lines. Handles up to 12 inside 
and 16 outside calls at once. Compact attendant 
cabinet keeps traffic moving swiftly. 


TYPE 85-C PHONE. For two-line pickup, signaling 
and extension exclusion. Ideal for retail store or 
small office. Simple turn button switches from one 
line to another. Choice of colors. 


TYPE 86 PHONE. Provides switchboard convenience 
for small subscribers. Up to six central office, PBX 
or private lines. Dial or pushbutton intercom 
service. Choice of colors. 


EO OE Bn 


SPEAKERPHONE /Executive Model. Gain switch- 
ing eliminates feedback, singing and other distor- 
tions. Your customer gets the same high quality 
transmission with loud speaker or handset! 6 colors. 


For details on our complete line of business phones, PABX and PBX boards and 
key systems, see your AE representative. He can also furnish you with valuable 
sales aids to help you promote business communications equipment. To contact him, 
just write Automatic Electric Sales Corporation, Northlake, Illinois. 





TYPE 75 PABX. Designed to serve up to 200 lines. 
Can be expanded for greater capacity. Desk-type 
attendant cabinet (shown here) or floor-type 
attendant cabinet. 14 optional services. 


TYPE 87 PHONE. Three lines with hold feature on 
each line. Signal button for secretarial buzzing. 
Optional: extension exclusion, common audible 
signal for all three lines. Choice of colors. 


CALL COMMANDER* PHONE. Key system service 
for up to 17 outside PBX or private lines. Push- 
buttons light to serve as line signals. Intercom and 
conference features, too. Beige or green. 


TYPE 40A PABX. A complete communications 
system for up to 40 lines. Handles up to six inside 
and 10 outside calls at once. Compact attendant 
cabinet Keeps traffic moving swiftly. 


AUTOMATIC ELECTRIC 


GENERAL TELEPHONE & ELECTRONICS a) 


*CALL COMMANDER is a registered trademark of Automatic Electric Company. 





line with earnings per share and not with revenue 


crowth. The reason for this is that by far the most im- 


portant factor affecting the market price of a utility 


stock is earnings per share and the trend thereof. 

From this it follows that management’s obligation to 
stockholders is to do everything humanly possible to 
translate company growth into rising earnings per 
share. 

In trying to ascertain what the trend of earnings pet 
share of a given company will be in the foreseeable fu- 
ture. we take into consideration all the factors | have 
mentioned before. Special emphasis is placed on the 
three most important: Rate of territorial growth: na- 
ture of regulation: and management attitudes. 

Rate of territorial growth and the importance of un- 
derstanding the nature of applicable regulation need 
no explanation. However. regulation does not have to 
hecome more liberal so earnings per share move up- 
ward at an adequate pace. The principal requisite is 
that regulation, in point of rate of return on a stipu- 
lated rate base. does not deteriorate. 

If the utilities with the sharpest growth rates in pet 
share earnings are examined. it generally will be found 
that all three fundamental considerations are favor- 
able. If any of the three basic factors is not favorable. 
then the trend of per share earnings will tend to bx 
something less than in the best in the industry. 

In cases where the rate of service area growth o1 
sometimes even the nature of regulation is relatively 
mediocre. a fairly healthy trend of per share earnings 
can be developed if the management factor is favorable. 
Management factor is an important key to the ques- 


tien. 


Management Stockholder-Minded? 

N ASSESSING the management of a utility. analysts 

and investors want to know if it is stockholder- 
minded. Is management working chiefly for its security 
holders? What problems do they foresee. and how do 
they intend to cope with them? 

Do they intend to make a real effort to build per 
share earnings. or will they follow an easier course? 
ft is our firm belief that a management which strives 
for a good per share performance will. of necessity. bi 
benefiting the consumer and employe as well. 

You might ask how it is possible for the management 
of a regulated telephone company to increase per shat 
earnings substantially. There are two broad areas of 
management policy and discretion which bear heavily 
on the trend of per share earnings. 

The first has to do with rate of. return earned on 
whatever rate base is stipulated by the regulatory body 
having jurisdiction. The second relates to dividend 
policy and the means of financing expansion. 

Earnine a full rate of return on an allowable rate 
base is divisible into two parts what can be done 
from within, and what must be accomplished through 
rate relief. Generally, there is considerable difference 


between the amount by which a utility could add to a 


given rate of return through use of each of these 
methods. 

\ company might be allowed to earn and keep about 
© per cent on its capitalization. By reducing costs and 
expenses, the return might be pushed to seven per cent 
vithout an objection from the commission. However. 
if the company applied for higher rates to increase the 
return to seven per cent, it might be turned down cold. 

Management must make every effort to keep expenses 
and costs as low as possible to keep the rate of return 
up. Various means of doing so in the utility business are 
well known. 

The problem of determining when rate relief is need- 
ed to correct a sagging rate of return. how much to 
seek. how to present a rate Case, and so on. is one of 
the most difficult in the utility business. 

There are many approaches. Management's objective 
should be to earn all the end-result dollars that can be 
earned and kept within the framework of regulation. 

There are always a great many factors that influence 
management's decision on timing and preparation of a 
rate case. Most professional investors understand these 
factors. Their principal area of concern is manage- 
ment’s basic attitude toward the problem of seeking rate 
re lief. 

Is management trying to find a sound way to pro- 
ceed with this unpleasant chore, or is it trying to find 
a reason why it should not proceed? Management must 
have the will to obtain necessary rate relief. 

Prepare your rate case as clearly and as thoroughly 
as possible. Then put the facts before your commis- 
sion. If your return is adequate now, but your forecasts 
indicate trouble ahead. be ready to rectify the condi- 
tion before earnings decline materially. 

There should be no fear or hesitancy in seeking rate 
relief if you are not earning an adequate return and 
have done all you can to rectify the situation from 
within. Sometimes it is helpful to educate your com- 
mission and your customers to your company's need for 


rate relief through advertising and other means. 


Dividend Policies, Financing 
HE OTHER basic area that has an important bear- 
ing on the trend of earnings per share of a utility 
the real measure of growth from the investor’s stand- 
point pertains to dividend policies and financing. 

Retained earnings provide a company with funds 
which, if used profitably. can help to increase profits 
per share in the future. Retained earnings also provide 
a base for the issuance of prior capital: Preferred 
stock, debentures. and bonds. 

For each $1 of retained earnings. roughly $2 of prior 
capital can be issued. If the cost of carrying this prior 
capital is less than the rate of return earned, the differ- 
ence will be added to earnings available for the com- 
mon stock. 

A policy of no dividend at all would appear to be 
ideal for a company constantly in need of money. In 


Please turn to page 60 
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Marketing and Sales 
Create Problems in Accounting 


The Accounting Department is one of the key spots in the 


company “where we need to have understanding, acceptance 


and participation in effecting the changes necessary to make 


a transition from a product or technically-oriented company 


to a customer-oriented company.” 


By R. PARKER SULLIVAN 


Vice President — Marketing & Sales. 


General Telephone & Electronics Corporation, 


New York, N.Y. 


\ ARKETING has many meanings to many people. 
+ Before we start a discussion of marketing and its 
relationship to our accounting function, I believe we 
need to define what we mean when we use this term. 

Marketing is a basic business philosophy or, to ex- 
press it another way, it is an attitude toward the con- 
duct of a business which recognizes that only through 
complete customer satisfaction can we realize our maxi- 
mum profit potential. 

This simply means you can anticipate your profits 
in relation to the degree of customer satisfaction that 
you attain. As soon as you accept this definition, it 
hecomes obvious that marketing is not the responsibil- 
ity of an individual or of a department. But it is a 
basic philosophy that involves all functions of all de- 


partments. 
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The Accounting Department plays an essential role 
in determination of the degree of satisfaction the cus- 
tomer receives. It is one of the key spots in the com- 
pany where we need to have understanding, acceptance 
and participation in effecting the changes necessary 
to make a transition from a product or technically- 
oriented company to a customer-oriented company. 

The magic word “changes” leads us directly into 
our problems. 

It may seem strange to be highlighting problems as- 
sociated with the inclusion of an aggressive marketing 
effort in the operations of a telephone company. It 
may even appear I am taking a negative approach to 
our discussion of marketing and its effect on account- 
ing. 


I'd like to assure you my intention is the contrary. 
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VENDING COMPANIES depen 


telephone answering sets 


“Now, for a few pennies a day... 


the ‘Secretary’ takes calls in our absence” 


Joun M. Buenzut, Prairie Bottling & Vending Company, Prairie du Chien, Wisconsin 


In a letter to the telephone company, Mr. Buenzli states: 
“In our bottling and vending business, we have many 
orders and service calls. Before we had an ELECTRONIC 
SECRETARY installed, someone had to stay here to answer 
the phone. Now we can leave whenever we choose, and 
upon our return, take care of the recorded messages 
received during our absence.” 

If your business is bottling, vending or any other type 
of sales and service, you are very likely experiencing a 


problem similar to Mr. Buenzli’s. Perhaps you can solve 
it the same way he did. 

An ELECTRONIC SECRETARY answering set will answer 
your phone twenty-four hours a day, seven days a week, 
if you like, with an announcement message that you 
have recorded. It will take the incoming messages (as 
they are given), eliminating the human element factors 
of errors and days off. And...as Mr. Buenzli says, all 
this “for just a few pennies a day.” 


Ask your telephone company for complete details 
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ELECTRONIC SECRETARY * 


Telephones 
+ELECTRONIC SECRETARY sets 


add up o More Revenue for YOU 


LONG PLAY MODEL 


Designed primarily for the company receiving a 
large number of calis or messages of great length. 
Answers the phone with an announcement mes- 
sage and receives up to two hours of incoming 
messages. 


In the bottling and vending business, as in other services, the 
telephone is a very important tool. A phone call is an order for 
a new machine, or a couple of cases of soft drinks, or perhaps 

.an interested prospect. By the same token, the loss of a phone 
call might mean the loss of a customer. 


Mr. Buenzli closes his letter with the following statement: 


“Thank you for providing this service to enable us to serve our 
customers better.” By installing an Electronic Secretary set for 


a business subscriber, you are not only increasing your revenue 


SHORT PLAY MODEL 
Especially good for the smaller business. Performs 
the same functions as the Long Play Model but 
has a more limited capacity. 


via installation charges and monthly rental, but you are also 


providing him with the maximum in telephone service. 


A proof of the opposite page is being mailed to you. 
Show it to bottling and vending companies as well as 


other service-type businessmen in your area. ANSWER ONLY MODEL 


For those who want the advantages of automatic 4 
answering but do not need the incoming messages 
recorded. 


Flectronic Secretary Industries, Inc., Subsidiary of GENERAL TELEPHONE & ELECTRONICS sae) 
distributed by 

AUTOMATIC ELECTRIC 

SALES CORPORATION 


Northlake, Illinois 


LEICH SALES 
CORPORATION 


Chicago 6, Illinois 


400 North Wolf Road 427 West Randoph St. 
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My objective is to try to identify a significant develop- 
ment in our industry, to acquaint you with problems 
associated with this development, and through this 
direct approach to obtain from you a substantial con- 
tribution toward understanding, acceptance and inclu- 
sion in your company of sound marketing principles. 
This is something we must do to survive and prosper. 

There is an old adage which says discontent is the 
first step in the progress of a man or a nation. I believe 
all of us will subscribe to this. I’d like to suggest that 
your company and mine, as well as you and | as in- 
dividuals, have enjoyed a degree of progress in rela- 
tion to our ability to meet and solve our problems. 

For confirmation of this we have only to look back 
in the history of the telephone industry where we find 
an undertaker in Kansas City who had a problem (or 
at least he thought he had) getting all of his calls 
from the operator. The result was the invention of the 
first dial telephone system. 

Today the telephone industry is in a position to real- 
ize a degree of progress equivalent to the introduction 
of the dial telephone system. To achieve this progress 
we must recognize opportunities and challenges that 
exist, properly identify problems, and effectively make 
changes and modifications necessary to take full ad- 
vantage of a developing situation. Failure to see op- 
portunities, to recognize the changing situation, to 
make adjustments promptly may prove disastrous. 

Businesses that today appear to have the highest pos- 
sible degree of permanency may find themselves sub- 
jected tomorrow to some fundamental changes. The 
telephone industry is experiencing such changes. 

We are in a position similar to the one the railroads 
found themselves in not too many years ago. They en- 
joyed fierce loyalty in investment circles, only to find 
themselves in serious financial difficulty a few short 
years later. 

One of the best explanations of what brought on this 
situation is contained in an article titled “Marketing 
Myopia,” published in the Harvard Business Review. 
Here is an excerpt: 

“The railroads did not stop growing because the 
need for passenger and freight transportation de- 
clined. That grew. The railroads are in trouble to- 
day not because the need was filled by others (cars, 
trucks, airplanes, even telephones), but because it 
was not filled by the railroads themselves. They let 
others take customers away from them because they 
assumed themselves to be in the railroad business 
rather than in the transportation business. The rea- 
son they defined their industry wrong was because 
they were railroad-oriented instead of transportation 
oriented; they were product-oriented instead of cus- 


tomer-oriented.” 


Similarity Gives Cause for Concern 
HERE IS sufficient similarity here to give us just 
cause for concern, particularly in view of changes 


taking place now in our industry. It appears advisable 


for telephone company management to make the de- 
termination now whether they are going to consider 
themselves in the telephone or communications business. 

What is the opportunity I refer to? It consists of a 
much higher degree of sophistication on the part of the 
American public concerning the value of their communi- 
cations. and an increasing demand for more and better 
means of communicating in our business, political, re- 
ligious and social lives. This is the opportunity. Now 
what is the challenge? 

The challenge is to recognize basic changes taking 
place in this communication field, to realize that prior 
to World War II there were a limited number of or- 
ganizations that possessed sufficient knowledge, experi- 
ence and capability to furnish accurate, fast, depend- 
able communications. 

Tremendous demands for more and better ways to 
transmit intelligence and information were created by 
the war. This transmission had to not only be accurate, 
fast and dependable; it had to be practically trouble- 
free. 

The result was the development of a great deal of 
know-how on the part of many people and numerous 
firms to furnish good communications, and to meet 
rigid specifications established for such equipment. 

At the end of the war these firms with their new- 
found capability were in a position to introduce com- 
munication services, in some instances broader and 
superior to the traditional services we had been offer- 
ing. We must adjust to meet this challenge. 

Let me identify problems associated with this change 
in attitude on the part of our customers and the influx 
of new techniques and new sources for the provision of 
modern communication. 

The most serious problem we have in the telephone 
business today is over-confidence, complacency or 
“railroaditus.” We have the natural tendency to believe 
the fundamental communication system we have so ex- 
pertly designed and installed always will be in demand. 

While this is true, I also believe there exists the pos- 
sibility we may lose the profitable portion of the com- 
munication business and be relegated to furnishing only 
the least profitable portion. To avoid this we must 
change our attitude and make the determination that 
we are in the communication business. 

We must adopt a policy that will allow us to deter- 
mine what our customers want and need, then dedicate 
all of our technical knowledge, experience and capacity 
to furnish it to him promptly, efficiently and at a fair 
profit to us. 

We must be prepared to make the changes and ad- 
justments necessary to meet and beat our competition. 

The kind of competition I am referring to is not 
theoretical, but real. It is the kind with capability not 


only to deprive you of future revenue potential, but 


to take from you a sizable portion of your present 
revenue. 
This is direct competition for the basic services we 


Please turn to page 62 
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TRAFFIC 
LIGHTS 


By D. A. PERIGO 


General Traffic Supt., West Coast Tel. Co., Everett, Wash. 


Random Thoughts on Toll Rate Structure 


In the Sept. 15, 1960 issue of TE&M, author Perigo discussed 


TIME 
TO DO SOME 
EVALUATING 


I URING THE PAST YEAR we have discovered a 

lot of interest in discussing toll rates and practices 
but among Independents this subject always seems to 
wind up with a feeling of hopelessness. Most Independ- 
ent companies concur with the rates of their Bell con- 
necting Company. 

This is often the case even where the Independent 
owns toll lines of its own. Regardless of the responsi- 
bility there is a feeling that drastic changes are neces- 
sary on person and collect rates, as well as practices on 
credit card and third number calls. 

There are undoubtedly a great many complications 
in toll rate making. One of the biggest of these is the 
need for intrastate approval from a state regulatory 
body and interstate approval from the F.C.C. 

Everyone with whom we talk seems to agree that 
elimination of report charges (the cost to calling 
customer for report about called party) increased the 
number of cases of toll abuse. In total, the amount of 
money lost is probably insignificant, but there is a 
built-in stimulation which makes the situation worse 
and worse, 

We recently discussed this subject with a service ob- 
server. Nowhere does this item appear as an observed 
item—but an observer can scarcely work day after day 
without becoming aware of widespread abuse. 

More and more we run into discussions about the 
value of DDD for person, collect, and special services. 
The investment requirement—especially consideration 
of obsolescence of present switchboards as well as the 
new boards—raises serious doubt as to the value of 
person DDD except in large operating units. 


Customer acceptance seems like another doubtful 
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toll rates and practices. Since then he has received ideas from 


many people on subjects ranging from report charges to intra- 


state and interstate rates. 


point. We may as well face it. There are customers 
who don’t like station DDD. This was true with local 
dial operation a few years back, and we have almost 
eutgrown it. Probably acceptance of customer toll 
dialing will follow the same pattern, although there is 
one difference: On toll the customer has a choice of 
either DDD or CLR service, which he didn’t have in 
local dial operation. 

We've made scratch notes of various discussions (and 
look at these slips of paper while transferring them 
from suit to suit until the notes are often unreadable.) 
\ pattern seems to emerge. 

You can’t have a toll rate discussion of any kind 
without someone mentioning the disparity between 
intra- and interstate rates. This is something the cus- 
tomer can’t seem to understand, and he asks “Why can 
you talk across a state boundary for less money than 
for a shorter distance within the state?” 

Not too long ago there was an after-hour session be- 
tween a Bell System employe (with little knowledge of 
separations procedures), a sizable toll user, and yours 
truly. The above question was raised right out of the 
clear blue sky. Up to that point no one had even 
mentioned the telephone business in any way. 

In his answer the Bell System man_ inadvertently 
left the impression the associated Bell company was 
paid a commission for originating the traffic, rather 
than there being a division of revenue. 

At any rate, the customer said “It seems to me that 
I’m your customer, and when I call out of your ter- 
ritory you're the one obligated to get my call to its 
destination. My business is your business. Why don’t 


Please turn to page 52 
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Now available from your nearest Bell System Company 
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This expanded and revised technical guide on dis- 


tance dialing features important new sections on: 


¢ Present and future distance dialing procedures 

¢ Universal code for centralized NPA information bureau 

¢ Elimination of flashing signals 

¢ Use of recorded announcements 

¢ Use of tone appliers 

¢ Single train arrangements for step-by-step offices 

¢ Objective Via Net Loss (VNL) values 

¢ Code test lines and test numbers 

¢ Distant information service 
‘‘Notes on Distance Dialing” for 1961 is the result of long 
and close cooperation between Bell System representatives, 


members of USITA’s Subcommittee on Nationwide Dialing, 
and the REA telephone engineering staff. 


With the continued growth of both operator and customer 
dialing, all telephone companies will find this guide invaluable. 


Persons having the 1956 edition of the “‘Notes,’”’ and others 
who may find them useful, should contact their nearby Bell 
Company to obtain the new edition. 
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Fingertip Control 
of your business .. . 


OSBORNE 
DUO-COM 


PORTABLE 
TWO-WAY RADIOS 


Model 120 .... . $149.50 
Model 100-S.. . . $119.50 


Write for 
FREE 
literature 

; and 
NX quantity 
prices 


Easy to obtain license for Model 120. 
No license needed for Model 100-S 


The mighty midget <<a 
Osborne DUO-COM 
delivers 10 times the 

power of ordinary 

units. Weighs under \ 

28 ozs. 154"x4"x744". 

Fully transistorized. . 

Squelch control. 


Lumber and Telephone Companies - _ Factories 
Construction Sites + Farms * Oil and Steel 
Companies ~- Airports 


EEE WHOLESALE DISTRIBUTORS 


Be a BRILL-iant Buyer! 


BRILL 


ELECTRONICS 


610 E. 10th Street » Oakland, California 
Phone No. 834-5888 


you pay whatever is necessary to get the other company 
to complete it?” 

The Bell System and the Independents have prob- 
ably been over this many times in discussing settle- 
ments but we think this customer had a good question. 
While we kept quiet at the time, we can’t go on that 
way forever. We know the disparity question is actively 
being considered by others—and so are settlements— 
but the remainder of this pattern may tie in with both 
problem areas. 

First, we should have only a Station rate table. This 
would be our basic toll rate tariff and as a starting 
point we'd assume it is presently correct for manually 
handled Station traffic. 

Second, provide a discount on the DDD Station calls. 
This should be expressed in a percentage and applied 
to the total DDD charges for the month! It would seem 
this might be discrimination until such time as DDD is 
available to all customers of any company. 

For example, the Independent company that provides 
DDD for all its customers might be able to use such 
a plan on calls between its own exchanges. It might not 
be used where the called customer does not have DDD 
because there would then be a difference in the rates 
between the same two points. 

Another way of looking at it is that by using only 
one basic rate schedule there is no difference in the 
rates, but the company is sharing its profits from DDD 
with its customers. 

Third, provide a flat charge for Person service over 
and above the regular Station rate. This would apply 
on a 25¢ route or one of $2.25. For example, if this 
charge were $1, it would cost $1.25 for an initial period 
Person call over a short route and $3.25 over long haul. 

The reasoning on this is that all of the additional 
operator time required on a Person call takes place 
before the conversation starts. After the conversation 
has started there is no difference in the circuit usage or 
the operator time, so charges for this part of the call 
should be the same as for Station traffic. 

Also in this plan the $1 becomes a Report Change. 

And fourth, place a premium on Collect calls such as 
one-half the amount of the Person premium. This 
would be added to any other charges and a Person 
Collect would have a premium charge of $1.50. 

Even recognizing the abuses of the Collect call, this 
one seems to be at cross purposes when we're trying to 
set DDD customers to use Station instead of Person, 
then have the called party call back Station Collect 
when he’s available. 

Maybe the arithmetic would work out satisfactorily 
so it would still save money for the calling party. It 
raises a good question as to who will pay on a call 
from a paystation. Perhaps there should be a deposit 
of 50¢ which we’d refund when charges are accepted. 

These ideas have come from many telephone people. 
I’ve put them together in one plan, which would take 
much arithmetic, planning, and discussion with reg- 
ulatory bodies to put into practice. 
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UL: 
telephone 


notebook 


A schoolboy once wrote to his grandfather asking 


him to “explain just how there can be a profit which 


is not taken from the work of someone else.” The 
grandfather, Fred|. Kent, LL.D., president of the Council 
of New York University and a former director of the 
Federal Reserve Board, replied: 


gm My Dear Grandson: — I will answer your question as simply as I can. Profit is the 
result of enterprise which builds for others as well as for the enterpriser. Let's con- 
sider the operation of this fact in a primitive community, say of 100 persons, who obtain 
only the mere necessities of living by working hard all day long. 

Our primitive community, dwelling at the foot of a mountain, must have water. 
There is no water except at a spring near the top of the mountain: therefore, every day 
all the 100 persons climb to the top of the mountain. It takes them one hour to go up 
and back. They do this day in and day out, until at last one of them notices that the 
water from the spring runs down inside the mountain in the same direction that he 
goes when he comes down. He gets the idea of digging a trough in the mountainside 

all the way down to the place where he has his habitation. He goes to work 


uN to build a trough. 
What Is Then one day this 100th man turns a small part of the water from fhe 


. " spring into his trough and it runs down the mountain into a basin he has 
Profit? fashioned at the bottom. Then he says to the 99 others, who each spend 
a an hour a day fetching their water, that if they will each give him the 
daily production of 10 minutes of their time, he will give them water from 
his basin. He will then receive 990 minutes of the time of the other men each day. 
This arrangement will make it unnecessary for him to work 16 hours a day to provide 
for his necessities. He is making a tremendous profit — but his enterprise has given 
each of the 99 others 50 additional minutes each day. 

The enterpriser, now having 16 hours a day at his disposal and being naturally 
curious, spends part of his time watching the water run down the mountain. He sees 
that it pushes along stones and pieces of wood. So he develops a water wheel. Then 
he notices it has power and, finally, after many hours of work, he makes the water 

Please turn to page 56 
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ALCOA BOOTHS 
INVITE 

WHOLE FAMILIES 
TO CALL NOW... 
UP REVENUE 40% 


In Bowie, Arizona, Apache Automatic 
Telephone System reports: 


‘Since we installed three Alcoa Outdoor Telephone Booths in Bowie, 
a popular stopping place for vacationers, our revenue has jumped 
40%,” explains L. O. Scott, manager of Apache Automatic Telephone 
System. ““These convenient booths spur tourists into calling back home. 

‘‘We chose standard Alcoa booths. They’re roomy enough to let 
the whole family get inside and talk to Grandma or listen in. 

“‘Upkeep’s proved negligible,’ continues Manager Scott. ‘“‘Occa- 
sional soap-and-water washings. Our Alcoa booths discourage vandal- 
ism and won’t need painting. These booths are built to withstand 
punishment. Besides, they’re well-lighted at night. 

“‘In fact, we’re so pleased with our Alcoa booths that we plan on 
putting in more.” 

You'll discover Alcoa” Telephone Booths real revenue boosters, 
too. They fit just about anywhere that’s handy, singly or in tandem. 
Made of Alcoa Aluminum, they resist wear and corrosion, won’t rust. 
Alumilite* finish stays good-looking and attractive with little care. 
Doors won’t stick or warp; glass breakage is minimized. If space is no 
limitation, check into the large Alcoa outdoor booth; for indoor and 
most exterior locations, your best bet is the Alcoa ““Compact’’ booth 
—only 28% in. square. Get all the facts by calling your telephone 
supply jobber, or by writing Aluminum Company of America, 
1781-M Alcoa Building, Pittsburgh 19, Pa. 


*Trade Name of Aluminum Company of America 


ALUMINUM COMPANY OF AMERICA 


Entertainment at Its Best ALCOA PREMIERE with Fred Astaire as Host . . . Tuesday Evenings, ABC-TV 
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wheel run a mill to grind his corn. 

This 100th man then realizes he has sufficient power 
to grind corn for the other 99. He says to them, “I 
will allow you to grind your corn in my mill if you will 
give me 1/10th the time you save.” They agree, and so 
the enterpriser now makes an additional profit. 


Time for Thought 

m He uses the time paid him by the 99 others to build 
a better house for himself, to increase his conveniences of 
living through new benches, openings in his house for 
light, and better protection from the cold. So it goes on, 
as this 100th man finds new ways to save the 99 the 
total expenditure of their time — 1/10th of which he asks 
of them in payment for his enterprising. 

This 100th man’s time finally becomes all his own to 
use as he sees fit. He does not have to work unless he 
chooses to. His food and shelter and clothing are pro- 
vided by others. His mind is always working, and the 
other 99 are having more and more time to themselves 
because of his thinking and planning. For instance, he 
notices one of the 99 makes better shoes than the others. 
He arranges for this man to spend all his time making 
shoes, because he can be fed and clothed and sheltered 
from profits. The other 98 do not now have to make 
their own shoes. They are charged 1/10th the time they 
save. The 99th man is also able to work shorter hours 
because some of the time paid by each of the 98 is 
allowed to him by the 100th man. 

As the days pass, another individual is seen by the 
100th man to be making better clothes than any of the 
others. It is arranged that his time shall be given en- 
tirely to his specialty. And so on. 

Through the foresight of the 100th man, a division 
of labor is created that results in more and more of those 
in the community doing the things for which they are 
best fitted. Everyone has a greater amount of time at 
his disposal. Each becomes interested, except the dullest, 
in what others are doing and wonders how he can bet- 
ter his own position. The final result is that each per- 
son begins to find his proper place in an intelligent com- 
munity. 

But suppose, when the 100th man had completed his 
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trough down the mountain and said to the other 99, “It 
you will give me what it takes you 10 minutes to pro- 
duce, I will let you get your water from my basin,” they 
had turned on him and said, “We are 99 and you are 
only one. We will take what water we want. You can- 
not prevent us and we will give you nothing.” What 
would have happened then? The incentive of the most 
curious mind to build on his enterprising thoughts would 
have been taken away. He would have seen he could 
gain nothing by solving problems if he still had to use 
every waking hour to provide his living. There could 
have been no advancement in the community. Life would 
have continued to be drudgery. 


Community of True Profit 

gw But we will say the 99 did not prevent the 100th 
man from going on with his thinking. The community 
prospered. As the children grew up, it was realized 
they should be taught the ways of life. There was now 
sufficient production so it was possible to take others 
away from the work of providing for themselves, to pay 
them, to set them to teaching the young. 

As these developments continued, each member of the 
community, while giving something from his own ac- 
complishments, became more and more dependent on 
the efforts of others. Unless envy and jealousy and un- 
fair laws intervened to restrict honest enterprisers who 
benefited all, progress promised to be constant. 

Need we say more to prove there can be profit from 
enterprise without taking anything from others, that 
such enterprise adds to the ease of living for everyone? 

These principles are as active in a great nation such 
as the United States as in our imaginary community. 
Laws that kill incentive and cripple the honest enter- 
priser hold back progress. True profit is not to be feared 
because it works to the benefit of all. 

We must endeavor to build, instead of tearing down 
what others have built. We must be fair to other men, 
or the world cannot be fair to us. . . . Sincerely, Grand- 
father. 

(Reprinted in Telephone Engineer and Management 
from “Telephone Review,” of New York Telephone Co.) 
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Divers Inspect 
Submarine Cables 
In St. Lawrence 


PROFESSIONAL divers, complete 
with watertight rubber suits, head 
lamps, face plates, and swim fins, 
have enabled Bell Telephone Com- 
pany of Canada to check its underwa- 
ter telephone cables in the St. Law- 
rence, 175 ft. below the surface. 

During the 40 min. of slack tide, 
divers swam along the submarine 
cables to check their condition, their 
course along the stream bed, and any 
hazards that might endanger their 
use. 

International Underwater Contrac- 
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cors Limited, sent its divers to visually 
inspect Bell telephone cables between 
Quebec City and Levis, Canada. To 
do this, the divers had a decompres- 
sion chamber with them, in event of 
“bends” from the depths in which 
they worked. 

Prior to laying the cables origin- 
ally, engineers had used sounding 
equipment to determine the profile 
of the bed find what 


length of cable would be needed to 


river and to 


span the river. Deviations often 


occur in lowering submarine cable 
from a barge on the surface to the 
river bottom. 

Divers determined how close to the 
plotted route the cable actually lay, 
and whether it lay safely or was in 
danger from sharp, jutting rocks or 
overhangs or from unexpected an- 
choring of ships. 

Unlike the “bell” diver with weight 
ed shoes and bulbous helmets of 
brass who only work while vertically 
upright, the “tech” success- 
fully inspected Bell lines by quickly 
swimming along the length of the 
later 
diagrammed 


Montreal, Canada) 


divers 


giving Bell engineers a 
(Bell News, 


cable, 
report. 
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Trouble-Cleared Card Aids Subscriber 


Your telephone was reported out of order at 


on The line was thoroughly checked, 


tested, and restored to normal service at 


Always 


report trouble promptly—the 


sooner we know 


about it, the sooner we can restore service. 


GENERAL TELEPHONE 


STARTING in September, the Gen- 
eral Telephone Company of Indiana 
has mailed “trouble-cleared” cards to 
subscribers reporting difficulty. 

The company realized that many 
times testmen cleared the lines at the 
central office or without having to go 
to the customers’ business or home, 
and the customer might well wonder 


if the telephone company did any- 
thing to eliminate the trouble. 
These cards are a possible answer, 
and are now under test in the Fort 
Wayne, Ind., area. The card is mailed 
to the subscriber and tells him when 
the phone was reported out of order 
and when it was restored to satisfac- 
tory use. — (Indiana General News) 
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Best construction. Best 
appearance. Busiest booth. 


BOOTH PRODUCTS 
by BENNER-NAWMAN, INC. 
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WHAT PRICE SERVICE? 


..or the case of the 
tapered tube pins! 


Keeping customers happy is a great 
source of satisfaction to us. That’s one 
of the reasons why we see to it that you’re 
never more than 24 hours away from full 
repair or replacement service... and 
why we initiated “plug-in” design. 


But we’re committed to service at any 
price for another reason... the deep 
personal pride we take in our equipment, 
and our disappointment if it malfunc- 
tions in the field. 


As a case in point, take the 6SN7 and 
6SL7 tubes used in some of our equip- 
ment. In 1960, the tube manufacturers 
changed from round to pointed base pins. 
Fine—except there was one unique dif- 
ficulty. Since the round base pin type had 
been in service for a long time, replace- 
ment with pointed base pin tubes often 
resulted in high resistance contact. The 


tube socket contacts, which had spread 
slightly during the long life of the orig- 
inal tube, were not meeting the new 
pointed pins. So, we warned our cus- 
tomers, made special notes in our service 
manuals, and bought up thousands of the 
round-pin type so we could meet all field 
replacement requirements. 

Possibly a small thing in itself, but if you 
take care of the small things, the big 
things take care of themselves—to every- 
one’s benefit. 


This is our way of reminding you that, 
when you buy Lenkurt microwave or car- 
rier equipment, you also buy the expe- 
rience, knowledge and personal attention 
of the entire Lenkurt Electric staff. 


Lenkurt Electric Co., Inc., San Carlos, 
California. Offices in Atlanta, Chicago, 
Dallas,Minneapolis, New York,SanCarlos. 


LENKURT ELECTRIC 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS \eas) 
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“Security Analyst” 


(Continued from page 44) 


practice, this generally is not feasible 
in the utility business because of in- 
vestor interest in receiving dividends. 
What 
as dividends? 
high 


earnings in the form 


percentage should be paid 


Some 


out companies 


pay a_ rather percentage of 
of dividends, 
the company 
This 


times is done in the hope that the 


deliberately depriving 


of retained earnings. some- 
high pay-out will cause the stock to 
sell at a higher multiple of earnings 

a higher price in relation to book 
value than would be the case with a 
low pay-out. 

The high premium of stock price 
over book value helps when it comes 


stock 


Other companies choose to pay out 


to new common financing. 
a rather low percentage of earnings 
in dividends. 

By retaining a liberal portion of 
earnings and _ selling fixed income 
securities against the retained equity 


book 


and the amount earned on 


capital, value per common 


share 
can be increased 


the 


each share 

In cases where dividend a 
utility pays on its common stock is 
a highly influential market factor, 
the low pay-out tends to hold down 
the price and the premium of mar- 
ket price over book value. 

But where the dividend has a rela- 
the market 
price of a given utility stock. a low 
often the 


premium at which the stock sells over 


tively small effect on 


pay-out does not hinder 
book value. 

This raises the question as to when 
the dividend rate of a utility has an 
the 
price of its stock and when it has not. 

Not 


the dividend was a major market in- 


important influence on market 


many years ago the size of 
fluence in almost every utility com- 
mon stock. Today the market recog- 
nizes a few Independent telephone 
issues as out-and-out growth stocks, 
useable in portfolios where capital 
appreciation is the prime objective 
and income is secondary. 

As far as the investor is concerned, 
the dividend policy that should be 
followed is the one which will bring 


about the highest growth trend in 
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earnings and the highest price tor 


the stock in question. 

\ policy of retaining earnings that 
help compound the per share earn- 
ing power of a company generally is 
a more attractive one to the investor 
than a policy of larger dividend pay- 
out and expansion financed in part 
by new issues of common stock. Of- 
ten the increased per share earnings 
potential more than compensates the 
investor for the loss of current divi- 
dends. with the result that his over- 
all position is improved, 


Cash 
non-cash charges also will aid in the 


venerated internally from 


building of earnings. because it en- 
ables the finance ex- 
penditures without diluting earnings 


company to 


from the sale of securities. 


Selling Over Book Value 


A 


a company has sained the confidence 


REAL PLUS-FACTOR contrib- 
utine to earnings growth is when 
of the financial community and is 
able to sell common stock at a sub- 
stantial premium over book value. 
This 


company 


recognition is given when a 
is able to maintain the re- 
turn on its common equity at a rel- 
atively high level (10 per cent) dur- 
ing a period of rapid growth. 

The market evaluates rising earn- 
ings per share at a relatively high 
multiple. This the 
stock to sell at an especially favor- 


causes common 
able price with respect to its book 
value. even though the dividend pay- 
out may be low. 
This enables the company — in 
the fortunate 
having 
take advantage of the benefits of sell- 
stock, 


fvenerous 


already position of 


eood rising earnings - to 


ing common when necessary. 
relatively 


over book. 


Through this process the trend of 


at a premium 


per share earnings receives a further 
stimulus the book value per share 
increases; the percentage return on 


common equity is maintained: and 

earnings per share are increased. 
During the past few years, some of 

the this 


factor working heavily in their favor. 


electric utilities have had 
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These are stocks with sharp rates of 
growth in earnings per share and 
those which sell at relatively high 
price-earnings ratios. 

They generally achieve their fav- 
orable up-trends in share earnings 
by continuing to earn a full return 
on their increased investments in 
property, by plowing a liberal per- 


back the 


business, by maintaining the desired 


centage of earnings into 
common equity without selling more 
new common shares than absolutely 
necessary. 

A few of these stocks are currently 
selling more than four times book 
value. In the Independent telephone 
industry common stocks of the larger 
companies are selling around twice 


book 


The capital structure of your com- 


their values. 

pany will influence your earnings pic- 
ture. A sound, well-balanced capitali- 
zation will mean financing flexibil- 
the will be 


able to raise capital under any condi- 


ity and assurance you 
tions. 
Study 


and formulate your plans. Decide 


your particular problems 


what debt/equity ratio would pro- 
vide the right capital structure for 
you, and do not fluctuate too far 
from the ratios you choose. 

Debt capital is much cheaper than 
equity money. Do not become hypno- 
tized by this fact, and throw your 
capitalization out of balance. Remem- 
ber, what appears cheap today might 
force costly financing tomorrow. 

In determining the debt ratio, con- 
sider the impact on earnings during 
the next few years. If your earnings 
are volatile, you should have a low- 


er debt ratio than a with 


company 
a more stable earnings trend. 

In considering the debt segment of 
your capital structure, it is advisable 
to consider not only first mortgage 
bonds but also debentures (or unse- 
cured debt). While a given company 
might not be willing to have mort- 
gage debt in excess of 50 per cent of 
its capitalization, that same company 
might find it prudent to have an 
debt ratio of 60 
which would include 10 per cent in 


over-all per cent 
debentures. 
While debt issues are the favored 


method of financing growth, due to 
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the tax advantage to the issuer, pre- 
ferred stock also has a place in the 
corporate structure and offers a com- 
promise between debt and common 
equity. The obvious advantage of pre- 
ferred stock is that it provides equity 
capital without any increase in com- 
mon shares. It is generally prudent 
policy that preferred stock be limited 
to not more than one-hali of the com- 


mon equity. 


Build Investor Status 

T THIS POINT, it might seem 

you are on a merry-go-round. 
You need profits to attract capital. 
and capital to make profits. It is a 
slow, difficult process to build in- 
vestor status. You must set your goal 
which should be a good earnings per 
share trend. 

Make a careful long-range forecast 
of your growth potential. revenue 
trend, construction budget. and es- 
pecially your financing program. 
Recognize that to attract capital at 
reasonable rates you must maintain a 
fair return on your expanding rate 
hase. 

You must offer the investor oppor- 
tunities comparable with those avail- 
able to him through other similar, al- 
ternative investments. The larger In- 
dependent telephone companies are 
well aware of how the financial com- 
munity is judging their securities. 
They appear to be making every ef- 
fort to gain market recognition. 

Some of the smaller companies are 
at the crossroads. What decision is 
right for you? Should you merge or 
consolidate into a larger system? 
Would an REA loan be the answer to 
your financing problems? Should 
you go public to seek funds? 

Whatever your decision. examine 
every avenue before you make your 
move. Do not decide on a course of 


action merely because it looks like 


an easy way out. 

If you think the answer to your 
problem is 2 per cent money, make 
sure the terms do not impose too 
stringent restrictions for future fi- 
nancing. Keep your capitalization 
goals firmly in mind and use the 
money wisely. 

Growth and changes which are tak- 
ing place in your industry are not 
being fully recognized by the mar- 
ket. 

The common stocks of leading In- 
dependent telephone companies are 
selling at an average of 19.5 times 
recent earnings and have a dividend 
vield of 3.3 per cent. The average 
price-earnings ratio for electric util- 
ity stocks is 22.1 with a yield of 314 
per cent. The popularly accepted 
erowth electric stocks sell in a range 
of 28 to 40 times earnings with yield 
under 2 per cent. 

One major reason for this price- 
earnings differential is the relative 
lack of knowledge of your industry 
on the part of analysts. In many 
cases we do not seem to have enough 
contact with your managements. His- 


torical data can be found 


readily 
enough. but in some cases we are 
virtually in the dark about your 


present. situation, not to mention 
your future plans. 

The analyst must have a good feel 
of each company before he can make 
a considered judgment regarding its 
stock. Make an effort to visit some 
financial houses. and tell your story 
to the analysts. Discuss your prob- 
lems with them. Perhaps they can 
help you find solutions. 

Growth is a challenge. Astute man 
agement will use it as a tool to move 
forward. An open door to security 


analysts may help. 
Viss Jones presented this paper at 


the Accounting Conference of the 
1961 USITA Convention. 


@ “Herbicides — 60 Questions and Answers Concerning Roadside and Right 
of Way Vegetation Management”; 24 pages; 25 cents; Litchfield Hills, Audu- 
bon Society, Dept. TE&M, Litchfield, Conn. 

This booklet will answer questions regarding use of chemical herbicides. 
It gives engineering needs, bontanical technology, commercial techniques. 


@ “Trig, Log, Antilog, and Log of Trig Functions 6 Place Tables”; 192 pages; 

$1; Ottenheimer Publishers, 4805 Nelson Ave., TE&M, Baltimore 15, Md. 
All tables listed in the title are in this 2 5/8 by 5 5/8-in. indexed Vest 

Pocket book, with eight pages of formulas, eight pages of interpolation. 
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ENGINEERED 
TO SAVE YOU 
TIME AND LABOR 


ONE screw like this is all 

that’s required to com- 

plete the assembly of 

INDIANA Pedestal-Type 

Terminal Housings. This 

is typical of the time and labor- 
saving features to be found in these 
carefully engineered housings for 
buried wire and cable. 

Made of heavy gauge steel and 
galvanized AFTER forming, INDI- 
ANA Terminal Housings provide 
long-lasting protection to terminal 
blocks, loading coils and/or splicer. 
Both pedestal and pole-mounted 
types, designed to accommodate 


from one to 400 pairs, are available. 


Ask your 
distributor 
about these 
dependable, 
economical 
housings, 
or write 
for Bul- 
letin No. 
TH-101R. 
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“Marketing and Sales” 


(Continued from page 48) 


offer today. This competition comes 
from private microwave systems, mis- 
cellaneous common carrier, private 
communications companies and sim- 
ilar organizations offering a variety 
of services. 

To help you understand the effect 
this competition can have on your 
company, here is the sales experi- 
ence of one private communications 
company: 

This company does business in an 
eastern city, and they maintain a 
sizable sales force to call on various 
types of businesses and industry to 
sell their internal communications. 

An analysis of 16 actual sales calls 
reveals 15 sales completed. In all 15 
instances the number of extension 
telephones was reduced. And 9 of 
the 15 sales resulted in reduction in 
the number of trunks. In 6 of the 15 
sales the switchboard was removed. 

These results point out graphical- 
ly the far-reaching effect of this kind 
of competition. Every one of these 
sales was made to a satisfied tele- 
phone customer. 

It isn’t necessary to point out the 
effect of sales of this kind on our 
position. But of 
fact that 


these customers from the moment of 


present earnings 


equal importance is the 
the sale are no longer basically cus- 
tomers of the telephone company. In- 
stead they are now looking to some- 
one else to provide their future com- 
munication requirements. 

The customers can be considered 
lost not only for today but for some 
considerable time in the future. And 
we may possibly never recover their 
business. 

Sales-actiy ity of this type is not con- 
fined to the 


perienced it in a number of our ex- 


big cities. We have ex- 


changes recently. and all of us will 
witness a marked acceleration in this 
area of competition in the immediate 


future. 


Maintain Publie’s Confidence 
HE AMERICAN PUBLIC 


complete confidence in the tele- 


has 


phone industry to provide communi- 
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cations second to none. It’s up to us 
to maintain that confidence. To do 
this we must adopt an aggressive at- 
titude toward the development and 
introduction of new products and 
new services; understand that we are 
in the communications business; and 
constantly canvass our customer mar- 
kets to sell them on our capabilities. 

We must 
supply all their wants and needs as 
efficiently and reliably as we have 


furnished them their basic telephone 


convince them we can 


service. We must capitalize on the 
excellent reputation we have estab- 
lished, and use our experience to 
convince them we represent the best 
qualified source from which to ob- 
tain complete, modern communica- 
tions. tailored to fit their individual 
requirements. 
This means we are shifting from 
defense to offense. And as any sports 
enthusiast knows, such an effort en- 
tails basic changes. We should antici- 
pate making those fundamental 
changes necessary in our business to 
enable us to retain our position as 
leaders in the communication field. 
This break 


established practices, habits. proced- 


means a with long- 
ures and policies. Effecting changes 
in all these areas is a major prob. 


lem. 


Resistance to Change 
Al OF US have a certain resist- 

ance to change. Certainly, 
changes of this magnitude — in an 
traditionalized in 


industry as past 


success as we have been will not 


be brought about without much 
thought, study and effort on the part 
of many people. 

It is in this area of bringing about 
these changes that you folks in the 
accounting section of our business 
can make your greatest contribution, 
because the accounting function in 
the position it holds in any operating 
telephone company is probably the 
ereatest single influence in manage- 
ment’s final decision concerning our 
present and future plans. 

We look to you as the authorized 


source for recording, analyzing and 


reporting our investments, our ex- 
penses and our revenue. We turn to 
you for guidance as to the possible 
effect major changes have on profit. 

You have the responsibility to help 
your management recognize basic 
changes taking place in the communi- 
cation field. And through your ex- 
perience you must help management 
effects 
changes may have on the future. 

The this 


justifies the devotion of your effort 


visualize possible these 


seriousness of situation 
to prepare for your management an 
analysis of the developing competi- 
tive situation to help them see the 
wisdom of taking a certain amount 
of calculated risk today to insure 
their future. 

Introduction of any product cre- 
ates certain specific problems, par- 
ticularly relating to obsolescence. The 
introduction of an organized sales 
effort also creates problems, as it in- 
evitably brings about premature ob- 
solescence. It develops certain inven- 
tory problems, requires acceleration 
in your investment, requires an in- 
crease in risk capital, and will tem- 
porarily increase your installation 
and maintenance expenses. 

All these problems may be a for- 
midable deterrent to your manage- 
ment developing a responsive _atti- 
tude toward the introduction of the 
marketing philosophy. As manage- 
ment’s advisor on the company’s fi- 
nancial position you should help 
them find the solution to these prob- 
lems and aid in formulation of a 
policy to protect their present reve- 
nue — enabling them to participate 
in the profit potential this expanding 
communication market holds. 

What kind of assistance could you 
furnish? With knowledge and under- 
standing of the situation that con- 
fronts us, you could devise ways of 
furnishing more and better informa- 
tion, change the manner in which you 


are reporting your operations today, 


expand your reports to include those 


particularly pertinent to effectively 
combatting competition and enabling 
you to more effectively and efficient- 
ly serve your customer markets. 
Wouldn’t it be helpful if your man- 
agement knew what percentage of 
your total local service rental was 
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generated by business customers and 


what percentage by _ residence? 
Wouldn't it be advantageous if they 
could quickly determine what portion 
of the market 


what of the total 


business contributed 


portion business 
revenue / 

Historic 
place life of some of the key sys- 
PBX and PABX 


the pattern of station development 


data concerning the in- 


tems, boards, and 
on such systems would place them 


in a position to make whatever 
changes necessary to realize the high- 
est degree of effectiveness in serving 
the market with a minimum of risk 
and expense. 

helpful to 
have analysis concerning rural cus- 


What 


customers in your company are prop- 


Perhaps it would be 


tomers. percentage of rural 
erly classified as rural, and what per- 
centage do they represent of the to- 
tal? 

Is there any relationship between 
the payment lag and the related com- 
mercial expense and your perform- 
ance on the billing schedule? The 
promptness of your bills, or possibly 
a less complicated type of bill, might 
bring better payment results. 

We have a cardinal requirement 
to develop a new approach to our 
pric ing structure. As a result of care- 
ful study concerning 


and analysis 


the manner in which we record and 
process certain inventories, expenses 
and you could 


revenues, generate 


helpful suggestions enabling us 
to make improvements in this total 
pricing area. 

These are but a few areas of op- 
erations where changes in reporting 
plus constructive suggestions would 
materially assist your management. 
Your experience is invaluable in de- 
veloping an aggressive approach to 
profitably serving your market. 


It is mandatory in making this 
transition from a technically-oriented 
organization to a customer-oriented 
organization that regulatory bodies 
understand the changing situation 
and that their aid and assistance be 
fundamental 


solicited in effecting 


modifications we must experience. 
No group in the telephone indus- 

try is held in any higher regard by 

our regulatory people than you folks 
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SUBMIT YOUR PROBLEMS 
You are invited to tell TE&M’s 
authors your problems of de- 
partment policy or procedure on 
which you’d like to have an 
opinion. We'll do our best to 
help. 


in accounting. You carry the princi- 
pal burden in all of our rate activity. 
{ thorough understanding of the 
importance of effecting a change of 
attitude on the type of business we 
are in, and your recognition of the 
need to introduce new products and 
operations, can effectively assist in 
several ways: 
the 
for 


offerings, 


In gaining acceptance from 


regulatory bodies of the need 


broadening our service 
modifying our pricing structures and 
amending certain approaches to han- 
dling obsolescence, depreciation and 
inventory to make it possible for us 
to effect this transition in sufficient 
time to protect the industry’s and 


your company s future. 
Vr. Sullivan presented this paper 


at USITA’s 1961 


ence. 


{ccounting Confer- 


Pisnects n 
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P. ublishing 


Compan Y 


A Division of 
Western Utilities Corporation 


TELEPHONE 
DIRECTORY 
PUBLISHING 


Selling — Printing — Engraving 
Production — Distribution — Collecting 
Counsel for Advertisers 


OFFICES: 


300 Montgomery Street, San Francisco 4, Calif. 
2911 Bond Street, Everett, Washington 

13771 S.W. Farmington Road, Beaverton, Oregon 
116 South Rusk Street, Kilgore, Texas 

130 East Lime Avenue, Monrovia, California 


Call any of our offices 
for a free estimate on your directory 
potential today—no obligation! 


« CONTINUQUS FEED PRESSURE SYSTEMS 
& MAINTENANCE EQUIPMENT 


NEW! for small cable plants 


MICRO-WAVE 
DRYER 


Provides dependable dry 
air for Wave Guides, Co- 
axial Cables and Tele- 
phone Cables in small 
plants of less than 50 
miles. BRAND NEW from 
S & G! 


Write for 
Bulletin MWD-1-61 


ORDER THROUGH YOUR FAVORITE DISTRIBUTOR 


for information, write or phone 


J Ce | tem ele) -)-m 


S & G EQUIPMENT MEANS QUALITY, 


ECONOMY AND DEPENDABILITY 
1017 MAGAZINE ST. + NEW ORLEANS 10, LA. + JA 5-3142 
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THE PETITE® PHONE: most popular of the new compacts. It’s small and light, yet sturdy. Delightfully different 
styling. Illuminated dial glows in the dark; lights up brightly when the handset is lifted. Conversation is clear 
and distinct—in town or at the far end of a party line. Choice of white, blue, beige, pink or turquoise. 


MULTI-LINE PHONE: does so much so easily. Calls can 
be placed, answered, held or switched from either of 
two outside lines. Business subscribers may add inter- 
com for PBX service without operator expense. This 
“1573-W” phone can be converted to three lines with 
Hold on each, without intercom. Full range of colors. 


WALL TELEPHONE: saves space, stays safely out of active 
youngsters’ reach, can’t be knocked over. As an exten- 
sion, this ‘1553-W” saves stair-climbing, provides 
privacy when needed. High-gain, high-fidelity trans- 
mission and reception, as in all other Stromberg-Carlson 
telephones. All wanted colors. 





why 
Stromberg-Carlson” 
telephones 
are your best buy 


Here are just five of the many reasons why you will find it profitable to stand- 
ardize on the full Stromberg-Carlson line: ® Complete range of types meets every 
subscriber’s need for every kind of service; customer satisfaction always assured. 
= Stromberg-Carlson telephones are modern and up-to-the-minute in design, fea- 
tures and color selection = High-gain, high-efficiency performance surpasses the 
industry’s top standards ® Durability, reliability and long life are built into each 
telephone every step of the way ® Stromberg-Carlson telephones assure full initial 
and continuing profit for you. 


There are many more reasons for choosing Stromberg-Carlson telephones, which 
your Stromberg-Carlson representative will give you—plus technical data, prices 
and selling aids. In Atlanta, call: 875-7467; Chicago: STate 2-4235; Kansas City: 
HArrison 1-6618; Rochester: HUbbard 2-2200; San Francisco: OXford 7-3630. 


GALIAD 


GENERAL DYNAMICS | TELECOMMUNICATION 


DESK PHONE: still the standard general-purpose instru- BUSINESS PHONE: offers a multiplicity of services. A 
ment in the Independent field. Distinguished by its miniature switchboard, the “1575-W” offers finger-tip 
functional, up-to-the-minute styling, high-fidelity voice switching in a standard-size telephone, under full con- 
transmission and full-range performance. Its quality trol of the user. Up to five lines can be answered, held, 
and durability assure many years of thoroughly de- switched—plus additional intercom if desired. Used 
pendable service. Full range of colors. with Stromberg-Carlson’s 6K-1 system. Standard colors. 





Mrs. Kay G. Adair, retiring president 

of Arkansas Telephone Association, 

receives association plaque from Aus- 

tin Goodman, second vice president of 
the organization. 


C. F. Byrns, editor of Fort Smith 
Southwest American — Fort Smith 
Times Record speaks on “The Key to 
Our Future.” Mrs. Kay Adair, retiring 
president of Arkansas Telephone As- 
sociation, _ listens. 


Ntress Salesmanship, P. 


R., Legislation 


At 34th Annual Arkansas Convention 


THE 34TH ANNUAL 
tion of the Arkansas Telephone As- 


conven- 


sociation in Hot Springs featured, 
among its speakers, remarks by Mrs. 
Kay G. Adair, retiring president of 
the association, and Frank LaPrade. 
the current president of the United 
States Independent Telephone Asso- 
ciation. 
“As far 


concerned.” Mrs. 


as facts and figures are 
Adair said, “all of 
us have experienced growth during 
the past 12 But don’t be- 
come complacent or satisfied 


this growth. The total number of In- 


months. 
with 


dependent exchanges in Arkansas is 
203, with approximately 176 of these 
dial. Thus far in 196] 
been 13 dial conversions, 
more scheduled for the 

of the Fifteen more dial cut- 


overs are on the books already for 


there have 
with 16 
remainder 
year. 
next year. 

“The total number of Independent 
company telephones in Arkansas is 


now 104,000, which is more than a 


Officers and directors of Arkansas Telephone Association for 1961-62 are 
(first row — | to r): OMER SANDERS, Yell County Telephone Company; 
MILTON CALDWELL, General Telephone Company of the Southwest — 
president; FLOYD WILSON, Pea Ridge Telephone Company; MRS. KAY G. 
ADAIR, Lincoln Desha Telephone Company: CARL MOORE, Boone County 
Telephone Company; W. S. GLASGOW, Redfield Telephone Company; T. B. 
HOLLINGSWORTH, Southwestern States Telephone Company. Second row 
(1 to r): AUSTIN GOODMAN, Rural Telephone Company — second vice pres- 


HUGH WILBOURN, 


ident: 


Allied Telephone Company; 


RALPH HOGAN, 


United Telephone Company of Arkansas; R. L. THOMPSON, Ozark United 
Telephone Company — first vice president; J. D. GARRETT JR., Walnut Hill 
Telephone Company — secretary-treasurer: NEWTON HOVERSTOCK, South- 
western Bell Telephone Company; JACK TUCKER, Public Utilities Company. 
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5 per cent increase in one year. Of 
these stations 89 per cent are dial. 
Next year we will be well over 90 
per cent dial, and the day is not far 
away when we can boast of 100 per 
cent dial telephones in Arkansas. 
“As | see it, our progress in giving 
Arkansas 


has been more than adequate in most 


service to the people of 


cases. If it hasn’t been in your case, 
I wonder if you are the person who 
always thinks that you have plenty 
of time to do these things? If so. 
remember “Time is a deposit which 
the Bank of 


God, and no one knows how much of 


each of us carries in 
a balance anyone has.’ 

“We have much to be proud of in 
what we've done in the past. but at 


the same time we've all been guilty of 


procrastinating away each day and 


each year, until now we have one of 
the strangest futures imaginable star- 
ing us in the face.” 

The problems right now are al- 
Mrs. Adaii 


added, beginning with dial conver- 


most a lifetime apart, 
sions of the remaining manual ex- 
the 


into outer space with the most amaz- 


changes and traveling all way 
ing service concept since the tele- 


phone was invented space com- 
munications. 


Mrs. 


present 


In the next four years, 
Adair of those 


would place several calls from his 


said, each 
company to some other company or 
nation across the ocean, and this call 
will travel through outer space. 

The first active satellite to be used 
for transoceanic communication will 
be launched next year. And by 1964 
or 1965, there probably will be at 
least several of them in orbit, sending 
telephone calls and transmitting live 
television programs, Mrs. Adair 
commented, 

She recalled remarks by Donald 
Power, chairman of the board and 
chief officer of 


Telephone and Electronics Corpora- 


executive General 


tion. Power said the description 
P 


“telephone business” is growing in- 
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creasingly obsolete, and we'd better 
wake up to the fact that we must get 
into the “communications business.” 

The Hawaiian Telephone Company 
is an excellent example of a com- 
pany which has had to get into the 
From 


“communications business.’ 


Alexander Graham Bell’s 


telephone was still regarded as an 


1878 when 


amazing plaything in most of the 
had 


its value and put it to work in his 


world, an islander recognized 
village. It soon spread to all six is- 
lands. 

With the help of every channel of 
communications available, they now 
have a plant worth more than $70 


million and are serving more than 
two million customers. 

But it didn’t one of the 
world’s finest Independent companies 


Mrs. Adair 


It took telephone men with foresight 


be ome 


by accident, asserted. 


to see the tremendous potential of 
the islands. So we must use our own 
foresight and make plans for the in- 
evitable communications that are fac- 
ing us in even small companies. 
Dial conversions of our remaining 
manual offices, and space communi- 
cations are only 
Mrs. Adair 
several others. 
“The first of 


ship. There are so many new serv- 


two of our prob- 


lems, said. There are 


these is salesman- 


ices and conveniences available that 
I’m wondering Do your customers 
know about them? Or do they know 
you can provide them with these 
services 7 

“Our new profits must come from 
new services. Of course, if you're 
satisfied with the money you're mak- 
ing now, you can forget about sales- 
but | doubt if anv of 


if we 


manship 

you are. Just remember that 
don’t show these new products and 
services to our customers every 
chance we get, we can't expect them 
to buy. 


“Which 


problem we have 


leads me into another 


and it worries 
me because some of us don’t realize 
its importance. I’m referring to pub- 
lic and community relations. In talk- 
ing about public relations, someone 
once said: “You've rot public rela- 
tions whether you want them or not. 


The problem is whether they're going 
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MULTIPLE 
CONCRETE 
CONDUIT 


Special fittings — mi- 
ters — short lengths — 
expanded web sec 
tions available, also 
adapters to claytile, 
transite and fiber duct. 


9 DUCT FORMATION 


; ON JOB SITE 

an, . L 
American Concrete Pipe Co., Sub. of Am. Pipe and Construction Co., 2025 S. 7th St., Phoenix, Ariz. Tel 
American Pipe and Construction Co., 4635 Firestone Bivd., Southgate, Calif. Tel: LOrain 4-251! 
American Pipe and Construction Co., 10! Alquire Rd., Hayward, Calif. Tel: JEfferson 7-2072 
American Pipe and Construction Co., 518 N.E. Columbia Bivd., Portland, Ore. Tel: BUtler 5-253! 
Conerete Conduit Corp., 130-0! Northern Bivd., Corona N. Y. Tel: tLiinois 7-1515 
Chicago Pre-Cast Products Corp., 29W629 North Aurora Rd., Naperville, lil. Tel: ELmwood 5-2700—270! 
Denver Concrete products Co., 5020 Marshal, Arvada, Colorado. Tel: HA 2-4202 
Eastern Pre-Cast Corporation, 675 Main St., Tullytown, Pa. Tel: Windsor 9-3750 
Elmore Concrete Products Co., Division of North Star Concrete Co., Elmore, Minn. Tel. ELmore 52 
J. E. Evans Concrete Products Inc., Cleveland, Ohio. Home Office: Indianapolis, Ind. Tel: WAlnut 5-530! 
J. E. Evans Concrete Products Inc., Shelbyville, Ind. Tel: WAlinut 5-530! 
Neff Concrete Products Co., 711 Sectin St., Danville, I!!. Tel Danville (016 
PRE-CON Limited, Orenda Rd., Brampton, Ontario, Canada. Tel: HUdson 1-3492 (Toronto) 
T.E.L. Pre-Cast Products Corp., | Industrial Ave., Edgewater, Florida. Tel: GArden 8-988! 
T.E.L. Pre-Cast Products Corp., Rockmart, Ga. 
Utah Concrete Pipe Co., 379—I7th St., Ogden, Utah. Tel: EXport 9-117! 


For Information regarding CONDEX* Multiple-Duct Concrete Conduit, call or write your nearest local producer, or 
the parent company. Registered Trademark 


GAGNE ENTERPRISES, INC. 


29W 629 NORTH AURORA ROAD 
NAPERVILLE, ILLINOIS 
ELS 2700-2701 


AL 2-7566 


GENERAL MACHINE PRODUCTS COMPANY, INC. 


Old Lincoln Highway at Pa. Turnpike, Trevose, Pa. 


AERIAL TENTS 
CABLE BENDERS 
CABLE BLOCKS 
CABLE LASHERS 
COAXIAL CABLE TOOLS 
LASHING WIRE 
CLAMPS AND GRIPS 
PORTABLE & POWER 


C-R POWER REEL PRESSURE TESTING KIT 


SLACK PULLER 


lex 


CABLE FEEDER 


Special Purpose Tools To Specifications — Catalog on Request 


B, C, D, E, & G 
CABLE LASHERS 


Over 600 various items of Line Construction Tools, Maintenance 
& Pressure-Testing Equipment in stock for immediate shipment 
& MANAGEMENT 
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FIRST MOBILE TELEPHONE SYSTEM DESIGNED TO MEET ALL 
THESE REQUIREMENTS OF INDEPENDENT TELEPHONY... 


BASE STATION 
. System compatibility with any exchange equip- 11. Exclusive! Only mobile called can answer 
ment 12. Exclusive! Only mobile called can disconnect 
2. Dialing equipment using telephone techniques 13. Exclusive! Mobile units can be used with any 
. no “re-education” necessary standard de-coder device 
. Entire system supplied by telephone people for 14. Exclusive! Crystal filter circuitry ... eliminates 
use by telephone people components, provides stability 
. Expandable to 100 subscribers . . . less chance 15. Exclusive! Privacy feature—locks other units 
of equipment being outgrown out when channel is in use 
. Accepts any kind of ringing . . . decimonic, har- 16. Exclusive! Converts from radio-telephone to 2- 
monic, synchromonic, or coded __ Way radio .. . and vice versa 
. Mobile identification . . . for toll ticketing and 17. Exclusive! Choice of colors . . . control unit can 


message unit billing be matched to car interior 
18. Busy lamp in mobile . . . visual indication of 


7 “ s ” s 
: Terminal accepts foreign no-dial calls shetelt te cee y 
. Doesn't tie-up revertive equipment . . . mobile- . Standard radio-store parts . . . no special com- rd 


to-mobile calls require no special handling ponents . . . means easier maintenance j : $ 
. Repetitive ringing .. . mobile ringing same as . Transistorized power supply . . . trouble-free, ‘ 
regular telephone rugged design CGH) P 


. Group calling possible . . . ideal for “roving” . Meets all FCC specifications and telephone in- 
emergency vehicle use dustry standards CONTROL UNIT 


MOBILE UNIT 
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obile telephone system and program 
... from telephone people. . . for telephone peo 


PLUS, EVERYTHING INDEPENDENTS NEED 
TO GET STARTED IN THE MOBILE SERVICE 
FISLD ... 

A unique 3-way ‘Mobile Communications 
Profit-plan’ lets you: 

1) Offer AutoCom service to individual sub- 

scribers. 

2) Enlist local new-car dealers to sell for you. 

3) Sell or lease entire Mobile 

Communication systems to com- 

panies... and to do the job: 


A Complete SELL-A- 
PHONE Promotion 
Kit for Mobile 
Communications! 


For complete 
information contact 
your ITT Kellogg 
representative or 
Regional Office today. 


— > 


KELLOGG 


A Division of 
International Telephone & Telegraph Corporation 
6650 South Cicero Avenue, Chicago 38, Illinois 


Regional Offices and Warehouses: 

CALIFORNIA: 23 Broderick Road, Burlingame, California, OXford 7-5780. 
GEORGIA: 1594 Southland Circle, N.W., Atlanta 18, Ga., S¥camore 4-2441. 
INDIANA: 802 Knitters Ave., Fort Wayne, Indiana, Eastbrook 4562. 
IOWA: 1111 East River Drive, Davenport, lowa, 324-0441. 

KANSAS: 7th and Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418. 
NEW YORK: 309 Wavel Street, East Syracuse, N.Y. HEmpstead 7-2511. 
TEXAS: 1359 Motor St., Dallas 7, Texas, Riverside 7-5191. 

ITT Kellogg products available in Canada 

through Standard Telephones & Cables Mfg. Co. Ltd. 

9600 St. Lawrence Boulevard, Montreal 12, P.Q., Canada 





to be good or bad public relations.’ 

“I'm not going to be as presump- 
tuous as to try to give you a short 
course in public relations. But every 
time we have any kind of contact 
with the public in general or our 
customers in particular, in which we 
do not leave them either satisfied o1 


contented, we have hurt our own 


company and even our entire indus- 
try. 
“The challenges I have presented 


Diffi- 


cult? Only if we procrastinate. as we 


are for today and tomorrow. 
have done sometimes in the past. With 
each day we forestall our obligations 
to our companies, our communities, 
and our state, we only make the job 


harder tomorrow.” Mrs. Adair said. 


Frank G. LaPrade, the present pres- 
ident of USITA said: “I'll explain 
a little more fully what I meant when 
I said that the more you do for your 
association, the more it can do for 
you. 


“Almost every telephone man will 
agree that the USITA has had a mag- 
nificent record of accomplishment in 
the field of legislation. It would be 
hard to find another trade organiza- 
tion that has a better record. or even 
one as good. But there is always 
room for improvement, and the direc- 
tors and officers of the national asso- 
feel that 


activities can be 


ciation — strongly future 


legislative even 
more productive and fruitful if we 


do certain things. 


the executive commit- 
tee of the board of directors consid- 
ered what the USITA can do to make 
work 


The group drew up a white paper, 


“Recently 


its legislative more effective. 
listing several ways of accomplish- 
ing this objective. 

agreed that the 
should 


“It was generally 


national association encour- 


age state associations to adopt a 


more militant role. From many of 
the state telephone associations we 
receive the utmost cooperation. From 
others we receive a moderate degree 
of help, and from some we receive 
practically no help at all. 


“Our relationships with all state 


associations are warm and cordial. 


and we are the first to recognize that 
cannot 


the smaller associations that 
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afford full-time secretaries natural- 
ly are not geared to accomplish as 
much as are the larger associations 
which have executive directors. 
“But in any event we are hopeful 
that the 


that we can stimulate a more healthy 


next year and vears after 


in national legis- 


the 


and lively interest 


matters on part of state 


lative 
associations and their boards of di- 
rectors. It is the managing bodies at 
whom state as- 


look for 


direction to participate and cooper- 


the local level upon 


sociation secretaries must 
ate in seeking the promotion or de- 


feat of congressional legislation.” 


Frank G. LaPrade, currently president 
of USITA, addresses the 34th annual 
convention of the Arkansas Tel. Assoc. 


LaPrade added. 


with the anti-business attitude of the 


**Parenthetically, 


present administration prevailing 
as it does in the national capital, it 
is more important than ever that we 


left 


harmful 


be alert to see no stone is un- 
defeat 


to our interests specifically and to 


turned to legislation 
the private enterprise system gener- 
ally.” 

ATA officers elected for 
Milton Caldwell. 
Telephone Company of the South- 
first president, Came ie 


Thompson. Ozark United Telephone 


1961-62: 
President. General 


west: vice 


Company: second vice president, 


Austin 


Company: 


Goodman, Rural Telephone 


secretary-treasurer. J. D. 
ENGINEER 
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Garrett: Jr.. Walnut Hill Telephone 


Company. 

Directors chosen were: W. S. Glas- 
gow, Redfield Telephone Company : 
Newton Hoverstock, Southwestern 
Bell Company: Ralph 
Hogan, United Telephone Company 
of Arkansas; Carl Moore, 
County Telephone Company: 
Yell County Telephone 
Jack Tucker. Public Util- 
Hugh Wilbourn, Al- 
lied Telephone Company; Floyd Wil- 


Telephone 


Boone 
Omer 
Sanders. 

Company: 


ities Company; 


son, Pea Ridge Telephone Company: 
Mrs. Kay G. Adair, 


Desha Telephone Company, retiring 


and Lineoln 


president, ex officio board member. 


OE 


C. M. Colburn Named 
W. Va. Assoc. President 

THE WEST VIRGINIA Tele 
phone Association met at W heeling. 
W. Va.. registering an attendance of 
more than 150 persons. Main speak- 
ers were: R. D. Kingston, commer- 
cial director of General Telephone 
and Electronics Service Corp.; and 
Ken Bulloch, cable engineer, Ana- 
conda Cable Company. 

Kingston commented on operating 
situations probably existing a decade 
using the foundation of 


from now. 


past developments in the telephone 
Bulloch 


plant and figure-eight cable. 


industry. discussed buried 
1962 term, these officers 
President, C. Murrill 
Colburn, manager, Telephone Utili- 
ties of West Virginia, Inc., Marlin- 
ton, W. Va.; first 
Don FE. Feaster, public 


pervisor of the Chesapeake and Po- 


For the 


were elected: 


vice president, 


relations su- 


tomac Telephone Co. of West Virgin- 
ia, Charleston, W. Va.; second vice 
president, LeRoy N. Darling. presi- 
dent of United Telephone Company 
of St. Marys, W. Va.: and secretary- 
Robert W. Minear. secre- 
tary and treasurer of United Utili- 
ties of West Virginia. Inc.. and Dun- 
can Telephone Co., Davis. W. Va. 

Carl 
Ballentine. president. Shortline Tele- 
phone Co., Pine Grove. W. Va.: Ger- 
ald H. Parks. president, Duncan 
Telephone Co., Davis. W. Va.; Don- 
ald Roush, president, Home Tele- 


phone Co., New Haven, W. Va. 


treasurer. 


Chosen as directors were: 


& MANAGEMENT 





we Photittiow 
for 
PRESSURIZED 
CABLE SYSTEMS 


with U.E.’s improved, compact Pressure Guard as the 
proven aid for reducing cable maintenance costs and 
improving customer service. 





Cable Mounted 


TYPE J31-5333 


% 
q Mounted 


TYPE 
531-5338 


WHY A PRESSURE GUARD IS ESSENTIAL FOR MAXIMUM 
EFFICIENCY IN PRESSURIZED CABLE SYSTEMS 


@The Pressure Guard monitors and protects cable at all times, not 
just periodically 

e@The Pressure Guard ensures routine sheath breaks are detected 
and localized prior to service disruption. 

@ The Pressure Guard provides one more value that may be detected 
at the test desk. 

@The Pressure Guard transmits its signals via working subscriber 
lines rather than requiring special circuits 

@ The Pressure Guard reduces cable maintenance costs and improves 
customer service at very low cost. 

@ The Pressure Guard's low cost permits liberal usage for maximum 
protection. 


f SPECIFICATIONS 
i) TYPE J31-5333 

i Field Adjustment Range . 
Factory Setting 

Pressure Response 
Proof Pressure 

Electric Rating 

Load Resistor . 


0 to 10 PS! 

2 +% PSI on falling pressure 

“ 4+%, oz. 

: 30 PSI 

0.01 amp 100 V DC 

Carbon composition 

270,000 OHM 1 watt 

Drop Wire 6’ Type SJO#18 stranded 2.0 conductor 

Pressure connection: % NPT (% x % elbow provided 

separately; usually not required with direct sleeve 
mounting). 


TYPE J31-5338 ; 
Same as above with the addition of pole mounting provisions 
and 6’ of copper tubing. 


Available through regular euppliersa of telephone equipment. Contact 
them for new Type J31 Pressure Guard brochure, Catalogs covering 
other UE pressure, vacuum and temperature controls alsv available. 


UNITED ELECTRIC 


CONTROLS COMPANY 
85 School St., Watertown, Mass. 
SUBSIDIARIES 


United Electrical Controls (Canada) i ee Sensor & Contro! Corp. 


O'Connell Avenue Box 127 
Dorval, Quebec, Canada Glastonbury. Conn. 
= - mE 


tiated Tea EAT 


GE ww) 


Hon FREQUENG 


i 


DOs 
Pes 


MODEL 2173A 


SPECIFICATIONS 


FREQUENCY RANGE: 3 kilocycles to 2.0 megacycles. 
LEVEL: —72 to +32 dbm (full scale 
ACCURACY: +1 db. —80 to +32 dbm. 
SELECTIVITY: 250 cycles 

2800 cycles 

Wide band (normal IF) 
SPURIOUS RESPONSE: Below 60 db. 
INTERMODULATION: Below 60 db. 
INTERNAL CRYSTAL CALIBRATION for frequency and 

level. Speaker or headset for aural monitoring. 

POWER REQUIREMENTS: 110V AC 50/60 cycles. 
WEIGHT: 28 pounds. Portable unit. 


The Model 2173A Frequency Selective Volt- 
meter is an extremely versatile instrument 
for measuring levels of carrier and subcarrier 
microwave base band groups. For full infor- 
mation and demonstration, call your nearest 
Rycom representative or phone: Code #816 — 
FLeming 3-2100. 
Also available from stock: 


Model 2171A—Frequency range 50 cycles to 6 kilocycles 
Model 2174A—Frequency range 300 cycles to 400 kilocycles 


A Division of RAILWAY COMMUNICATIONS, INC, 
9351 E. 59TH STREET, RAYTOWN, MISSOURI 


Phone: Code #816—FLeming 3-2100 
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Among the elected officers of the Tennessee Independent 
Telephone Association are (I to r): First vice president, 
M. V. WILLIAMS, JR., Crockett Telephone Co., Friend- 
ship, Tenn.; president, JOHN E. SEXTON, vice president 


of Inter-Mountain Telephone Company, 


Bristol, Tenn.; 


second vice president, RANDEL S. BURNS, Bledsoe Tele- 

phone Cooperative, Pikeville, Tenn.; secretary-treasurer, 

W. S. HOWARD, Millington Telephone Co., Millington, 

Tenn.; and third vice president, C. H. SCOTT, General 
Telephone Co., Cookeville. Tenn. 


REA’s Renshaw Challenges Tennessee's 
Independents To Help Unserved Rural Areas 


E. FRANK RENSHAW, assistant 
REA’s | tele- 


phone program, challenged Tennes- 


administrator for the 


see’s telephone companies to put 
telephones in unserved rural areas. 

Renshaw spoke at the 1961 con- 
vention of the Tennessee Independent 
Telephone Association in Nashville, 
in which 281 persons took part. 

A study based on census data 
showed there 
which 500 to 1.000 farms don’t have 


were 34 counties in 


telephone service, Renshaw said. In 


11 more counties the report showed 
from 1.000 to 2,000 farms were with- 
out telephones, while an additional 
5 counties had more than 2.000 farms 


without service. 


Most of these farms without tele- 
phone service were lacking the serv- 
ice not because they couldn’t afford 
it but because the service wasn’t avail- 


able, Renshaw pointed out. 


“Here is a market potential for 
telephone service in the state of Ten- 
nessee that is not being developed,” 
he said. “Here are the people REA 
is talking about when we point to our 


area coverage goal.” 


Renshaw said almost two-thirds of 
the unserved establishments outside 
the base rate area are located adja- 
cent to existing lines. He said these 
could be connected at relatively low 
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cost and without unnecessary delay. 


“T have not mentioned the 


even 
spread of direct distance dialing,” 


“This will be- 


come a commonplace service in rural 


Renshaw continued. 
telephony in the future, and so will 
many other features which now seem 
new and limited to certain types of 
subscribers or limited purposes.” 


He said his remarks applied not 


only to the extending of service to 
previously excluded areas but also to 
the improvement of existing service 
and equipment, such as better sta- 
tion equipment, more pay stations, 
improved directories, more courtesy 
and consideration for subscribers, 
and better telephone merchandising. 

Other speakers at the convention 
were: W. S. Slusher, manager, Ben 
Telephone Coop.; N. V. 


Ferguson, former president of the 


Lomand 


Tennessee Telephone Association; 
Gale Gupton, vice president, Third 
National Bank, Nashville; James S. 
Metcalfe, public relations counselor; 
Richard H. Griebel. vice president, 
ITT Kellogg Company; Kelley Me- 
Nish, president, Inter-Mountain Tele- 
phone Company; and Father Hugh 
Halton, O.P. 

New association officers elected at 
this convention were: President, John 
E. Sexton, vice president of Inter- 
Mountain Telephone Company, Bris- 
tol; first vice president, M. V. Wil- 
liams. Jr., Crockett Telephone to. 
Friendship; second vice president, 
Randel S. Burns, Bledsoe Telephone 
Pikeville; third 


president, C. H. Scott, General Tele- 


Cooperative, vice 
phone Co., Cookeville; and secretary- 
treasurer, W. S. Howard, Millington 
Telephone Co., Millington, Tenn. 
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Howard Smith Elected 
Pres., Nevada Tel. Assoc. 
MORE THAN 175 members and 
guests of the Nevada Telephone As- 
sociation met in Elko, Nev., for the 
1961 convention. Speakers included: 
As ) 4: General 
Telephone Company of the North- 


Barran, president, 


west, Spokane, Wash., on “The Tele- 
Public Af- 


Allan R. Stacey, vice presi- 


phone Executive and 
fairs”; 
dent and manager, Sunland-Tujunga 
Telephone Company, Sunland, Calif., 
on “If You Can’t Lick ’Em, Join 
*Em”; Kenneth A. Mounce, manager, 
Arthur Anderson and Company, Los 
Angeles, on “Planning and Control 
for Profits in the Telephone Indus- 
try’; Lowell F. Wingert, vice presi- 
dent — operations, The Pacific Tele- 
phone and Telegraph Company, San 
Francisco, on “New Services”; and 


Donald J. Wrysinski, public rela- 


California Interstate 
Company, Victorville, 
“Let’s Fight Our Own 


tions director, 
Telephone 
Calif., on 
Battle.” 
Officers elected for 1961-62 were: 
Smith, 
Nevada Tel.-Tel. Company, Tonopah, 
Nev. ; Harold W. 


Rogers, manager, Churchill County 


President, Howard manager 


vice president, 
Telephone & Telegraph System, Fal- 
Nev. ; Mrs. 


Evelyn M. Gerow, secretary, Nevada 


lon, secretary-treasurer, 
Telephone Association, Las Vegas, 
Nev. 

Directors chosen were: Ray Mor- 
California Interstate 


gan, manager, 


Telephone Company, Gardnerville, 
Nev.; Joseph Orchard, special repre- 
sentative, Bell Telephone Company of 
Nevada, Reno, Nev.; and Gilbert O. 
Thomas, 


Nevada Telephone Company, Reno, 


Nev. 


vice president, Southern 
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Olson, Brockway, Madson 
to AC Spark Plug Sales 

THREE NEW sales engineers 
now represent AC Spark Plug in the 
field. They are Gerald B. Olson, who 
will work in North and South Da- 
kota, lowa, Nebraska, and Minne- 
sota; Dennis G. Brockway, assigned 
to the eastern seaboard territory be- 
tween Virginia and New England; 
and Martin M. Madson, represent- 
ing the firm in 
the western sec- 
tion of the United 
States. These men 
will specialize in 
sales of the firm’s 
mobile radio tele- 
phone. 

Olson, born in OLSON 
Milwaukee, joined the company in 
1959, after receiving a degree in 
electrical engineering from the Uni- 
versity of Wisconsin. He also has 
served as a maintenance engineer 


with AC’s field service group. 


BROCKWAY MADSON 


Brockway is an engineering phys- 
ics graduate from the University of 
Toledo. He formerly was a field engi- 
neer on the firm’s Titan missile 
guidance program. 

Madson attended the Carnegie In- 
stitute of Technology, Pittsburgh, 
Pa., and the University of Arizona, 
Ww here he received a degree in phys- 
ics. He also did graduate work at 


New York University. 


Highway Trailer Finance Co. 
For Installment Receivables 
FORMATION of Highway Trailer 


Finance Company, Edgerton, Wis., 


has been announced by Hayward 
Wills, vice president of General Ac- 
ceptance Corporation, and Charles 


N. Maybruck, executive vice presi- 


HIGHWAY’S 


“Hi-Arm” 
Aerial Lift 


Here’s a “unitized” aerial 
lift — vehicle and lift in one 
unit and at a low price. 

The “Hi-Arm” is ideal for 
overhead work ~— easy to 
maneuver, compact, lightweight, 

flexible, truck-mounted, hydraulic. 
Available in three different sizes — 
28’, 32’ and 36’, with either single or 
tandem cab. The two-foot-square 
bucket has a 300-lb. capacity. Operator 
can step easily from cab to basket. Write 
for further information and specifications. 


UTILITY DIVISION 


HIGHWAY TRAILER INDUSTRIES, INC. 
STOUGHTON, WISCONSIN 

Manufacturers of: Public Utility Bodies ° Earth - Boring 

Machines e¢ Pole and Cable Reel Trailers « Side Boxes 

and G.S. Bodies * Winches e Power Take-Offs e Service 

Accessories « Commercial Trailers « Dry-Buik Haulers 


4 Cargo Containers « Land, Sea and Air. 


dent-finance of Highway Trailer In- SALES AND SERVICE IN PRINCIPAL CITIES 


dustries, Inc. 
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Over the Counter and Listed Markets 


Communications 
Securities 


Markets as of Nov. 14, 1961 
American Tel. & Tel. Co. 
Anglo-Canadian Tel. Co. 
(Br. Col.. Dom. Rep.) 
Bell Tel. Co. of Canada 
British Columbia Tel. Co. 
California Interstate Tel. Co. 
California Water & Tel. Co. 
Pac. Util. Co. 
Carolina Tel. & Tel. Co. 
Central Telephone Co. 
(Minn., Iowa, N. C.) 
Chenango & Unadilla Tel. Co. ( 


California 


Cincinnati & Suburban Tel. Co. 2 
“4” otk only 343% 36 
3” .60 291, 


Citizens Util. Co. (Calif., Pa.) 
Citizens Util. Co. (Calif., Pa.) * 
(Pa.) 


Commonwealth Tel. Co. 


Florida Tel. Co. 


DIVI- 


DEND BID ASKED 


$3.60 1291, 


153, 


191, 
2714 
1714 
271 


50 


4 


88 352 
1.20(1) 2814 — 
1.50 10814 110 


NY) 


301. 
2714 29 


321% 34 


1.00 
1.00 


General Tel. & Electronics Corp. .76 


Hawaiian Tel. Co. 
Independent Tel. Corp. 
Indiana Tel. Co. 
Inter-County Tel. & Tel. Co. 


Inter-Mountain Tel. Co. (Va., Te 
International Tel. & Tel. Corp. 


Jamestown Tel. Corp. 


LaCrosse Tel. Corp. 


Lincoln Tel. & Tel. Corp. (Neb.) 


Lorain Tel. Co. (Ohio) 
Middle States Tel. Co. CII.) 
Mountain States Tel. & Tel. 
(Ariz., Colo., Mont., Tex.) 
New England Tel. & Tel. 
North Carolina Tel. Co. 
Northern Ohio Tel. Co. 
Pacific Tel. & Tel. Co. 
Peoples Tel. Corp. (Pa.) 
Pioneer Tel. Co. (Minn.) 
Rochester Tel. Corp. (N. Y.) 
(Fla.) 


Southeastern Tel. Co. 


4 2314 24 


none 
none 38 


(Fla.) .76 4 stk 


nn.) .80 
1.00 

6.00 

.80 

3.00 

1.40 


.92 


00 

1.90 
none 

1.60 

1.14 

.80 

1.00 + stk 
1.10 

1.00 


Southern New England Tel. Co. 


Southwestern States Tel. Co. 


Telephone Service Co. of Ohio “A” 
Telephone Service Co. of Ohio “B” 


Tidewater Tel. Co. (Va.) 
United Utilities, Inc. 
Virginia Tel. & Tel. Co. 
West Coast Tel. Co. 

(Wash., Ore., Calif.) 
Western Carolina Tel. Co. 
Western Power & Gas Co. 
Western Union Telegraph Co. 
Western Utilities Corp. 
Western Light & Tel. 

(Mo., Kans., Ia.) 


(1) also extra cash) 
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40 
1.00 
1.40 

40 


1.20 


(Source of Market — Dean Witter & Co.) 


1961 


LAST 
SALE 


Gifts for the 
Busy Executive 

HARRY KING used to be in the 
lithography and advertising business- 
es. Now he runs Gift 
Plan, Inc. How he decided to make 


the switch is an interesting tale. 


Automated 


Like many other businessmen, he 
wanted to give a 
eift to his clients 
during the 
Christmas _ holi- 
days. His gift list 
was Jarge and un 
wieldy. Often he 
felt his gifts were ‘ 
KING 


viven by 


duplica- 
oitts 


firms to the same customer. 


merely 


tions of other other 


So he developed the Gift-Bookard 


idea and began his own company. 


executives to select 


10-by 1 4-in. 


presentation folder. This allows the 


enabling busy 


gifts from a 12-page 
recipient to choose the gift he wants. 
and saves time all around for giver 


and receiver alike. simply through 


the mailing of a marked card. 
Gilt-Bookards are 
eight price ranges. showing in full 


20 to 21 eift 


available in 


color from items for 


men and women with no prices 


listed. 
Contact Automated Gift Plan. Ine.. 
SO Park Avenue, New York 16. N.Y. 


GE Names Chaney 
Mer. MTS Engineering 
WILLIAM G. CHANEY has been 


mobile tele 


appointed manager of 
(MTS) 


and personal communications engi- 


- ’ 
~a,* y 


Chaney will be in — 


a Oe 


CHANEY 
other 


phone systems engineering 
neering for Gener- 
(.om- 


Department. 


al Electrie’s 
munication 
ucts 
Lynchburg, Va. 


engi- 
G-k’s 


full simultaneous 


charge of 


neering for 


duplex mobile dial 
MTS 


products. He also has design respon- 


telephone units and 


sibility for miniaturized personal 
communication equipment including 
the company’s Voice Commander and 
Voice Director systems. 


Chaney joined General Electric in 
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1960, after 


engineering experience with the Bell 


13 years of telephone 


Telephone Co. of Pennsylvania and 


the AT&T in New York City. 


Ernest S. Germain Dies, 
PR Dir., Calif. Water & Tel. 

ERNEST S. GERMAIN, 65, direc- 
tor of public relations of California 
Water & Telephone Company, died 
on October 21 while vacationing at 
his daughter's home in North Palm 
Beach, Fla. Born in Olean, N.Y.. he 
had made his home in San Francis- 
co, Calif., for the past 10 years. 

Mr. Germain had served as direc- 
tor of public relations for California 
Water & Telephone Company and had 
coordinated public and employe re- 
lations for asso- a 
iated companies, 
[The Southwest- 
ern States Tele- 
phone Company 


West 
lelephone 


and Coast 

Com- 

pany, since 1951. €- 
Previously, he GERMAIN 

had worked with the 


Carlson Company for 15 


Stromberg- 
years as 
sales manager for 1] western states. 
During his years with Stromberg- 
Carlson, he received a certificate of 
for outstanding serv- 


S. Navy during World 


commendation 
ice to the U. 
War II. 


A. N. Mason Dies, Plant Mgr. 
For Carolina Tel. & Tel. Co. 
ALBERT N. MASON, general 
plant manager for Carolina Tele- 
phone and Telegraph Company and 
the Home Telephone and Telegraph 
Company of Virginia, died October 
22 in Wilmington, N. C. He was 46. 
Bern, N. C., he was 
New High 


School and began his telephone ca- 


Born in New 
sraduated from Bern 
reer in 1935 with a telephone con- 
1938 he 


Emporia, Va., 


struction crew. In was 
manager at 
and in 1942 became 
Fort Bragg, N. C. 
After World War If, 


he returned to the telephone com- 


named 
manager at 


service in 


pany in 1945, He was appointed 
maintenance supervisor at Tarboro 


in 1946, Rocky Mount district plant 


YOUR DECEMBER 


manager in 1953, maintenance super- 
visor of central office equipment, and 
construction supervisor at Tarboro 
in 1954. In 1956 he was named act- 
ing general plant manager, and in 
1957 Mason was appointed general 


plant manager. 


Dellman O. Hood Dies, 


Dir. of Ore.-Wash. Tel. Co. 
DELLMAN O. HOOD, a director 


of the Oregon-Washington Telephone 
Company, died October 28 in White 
City. Ore. He was 74. 

Mr. Hood 


a director 


was for many years 
of the United States 


Association 


also 
Independent Telephone 
and a chairman of the USITA Small 
Company Settlements | Committee. 
From 1942-18 he 
the Oregon-Washington 


Telephone Association. 


was president of 
Independent 
and a direc- 
tor since then. 

Mr. Hood started his business ca- 
reer in 1903 as an operator for the 
Postal Telegraph Company in Char- 
lotte, N.C. Later he became a morse 
operator for the Associated 
He served in the U.S. Signal Corps 
in World War I. 

In 1920 he, with his brother Er- 
nest. started the brokerage 
Hood Brothers in Portland, Ore. Ten 


vears later he entered the utility busi- 


Press. 


firm of 


ness with the purchase of telephone 
properties at Eagle Point, Ore. 
This he built up as the Columbia 
Utilities Company to more than 5,000 
stations by 1959, 
his holdings with the Oregon-Wash- 


ington Telephone Company and be- 


when he merged 


came a director of that company. 


At one Mr. 


a member of the Port of Portland 


time Hood also was 


Commission. and served as_ budget 


director under Oregon Governor 
Charles H. Martin. 


Mr. Hood is survived by his wife, 
Elizabeth. 


Douglas R. Hayward New 
PR Director at Lenkurt 
DOUGLAS R. HAYWARD has 
heen named director of public rela- 
at Lenkurt Electric Co.. 
Calif. He succeeds 


Thomas D. Boyd, who resigned to 


tions Ine.. 


San Carlos, 


become director of public relations 


of Granger Associates, Palo Alto, 
Calif. 

Hayward joined Lenkurt in 1960 
as public information supervisor. 
Previously he had been public re- 
lations assistant at the San Francisco 
Port Authority for three years, afte1 
several years of experience as a news- 
paper reporter and radio news editor 
in northern California. 

During military service, 1953-55, 
he was an enlisted public information 
office editor in the 44th and 2nd In- 
fantry Divisions and for a_ short 
time served as assistant editor of a 
Ft. Lewis. Wash.. weekly newspaper. 

He majored in journalism at San 
Francisco City College and San Fran- 
cisco State College. He is a member 
of the San Francisco Bay Area Pub 
licity Club. the Maritime Writers As- 
San Francisco 


sociation, and the 


Press and Union League Club. 


Gen. Dy. Tel. Names Meyers 
Assistant Chief Installer 
CURTIS B. MEYERS has 


appointed assistant chief installer of 


been 
General Dynamics Telecommunica- 
tion. He will as- 

sist George H. 


Christiansen, 


_chief installer, in 


supervision of in- 
stallation person- 
nel and will make 


a 


MEYERS 


the company in 1955 as an installer. 


field inspections. 


Meyers joined 


Later he was promoted to installa- 
tion foreman and worked on several 
large XY dial 


ing Casey. IIl., 


installations includ- 
and Middleton, Wis. 
Recently he moved to a service en- 
gineering post and assisted custom- 
ers in the Kansas City territory. 
He has more than 20 years of ex- 
telephone communica- 
with the Florida 
Telephone Corporation in 1940. From 
1941-45. he with the 


Army in France and Germany as a 


perience in 
tions. He started 


served USS. 
communications chief with the Third 
Division. On completion of military 
service, Meyers returned to the Flori- 
da Telephone Corp. and advanced 
to chief switchman. 

He is a member of the Independent 


Telephone Pioneer Association. 
| 
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R. E. Vaughn, Sales Mer. 
For Leland Mast Directory 


CARRIER ROBERT E. VAUGHN is now re- 


gional sales manager for the Leland 


A Po ae | } i AT i O NJ = Directory Company. Wilmette, 
IS POSSIBLE [iw eg 


ing worked with & 


with the General Tele- 


phone Directory 
WHITNEY BLAKE Co. as sales rep- 
resentative and 


JACKETED-PAIR sales supervisor 


inMinnesota 


DISTRIBUTION WIRE | 2Xiencsets 
1960. Previously VAUGHN 
he worked with Brandtjen & Kluge. 
Inc., St. Paul, Minn., as export man- 


ager and personnel manager. 


JACKETED-PAIR now makes possible the use of Born in Minnesota, he attended St. 
carrier equipment as a result of the relatively John’s University. He will headquar 
small change and low level of attenuation. For ter in St. Paul. 
example, at 400 kilocycles, the attenuation for 
PE-15 type increases106% from dry to heavy rain : ; 
while JACKETED-PAIR increases only 12% at Herr, Exec. VP, Gen. Mgr. 
this frequency. At United Elec. Controls 
STEPHEN T. HERR of Lexington, 
Mass., has been appointed executive 
vice president and general manager 
oe of United Electric Controls Co., Wa- 
jt} = + i aes iH tertown, Mass. 
ATTENUATION _4-4t } ! TH With United 
DISTRIBUTION WIRE | —, [HEAVY RAIN] aig Peis pie 
WHITNEY BLAKE COMPANY 


7 | 
JACKETED-PAIR HEAVY RAIN worked in the 


7 
4 
4 
wee ee MULTI- PAIR CONSTRUCTION P al jan — eas 
REA PE-I5 (MARCH 1960) | = DRY | instrument an¢ 
3 OO energy We ; 
| a oe DRY | control field. Pre- 





a Se, 
a woe 
- PST 


rose 


viously he was 


with Brown In 


HERR 


strument Compa 
ny and The Foxboro Company. He is 
an engineering graduate of Carnegie 


Tech. 


ATTENUATION db/MILE AT 68°F 





4 60 60100 200 400 600. 
es renee New Management Heads 


Erco Radio Laboratories 
ERCO RADIO Laboratories. Inc.. 


<>} Garden City, N. Y., has announced 


ss the transfer of ownership in_ the 


Write for full details 


shown in FREE Bulletin T-6 . 
corporation to a new management. 


Operations of Erco will now be di- 
rected by Sam A. Spina, chairman of 


NEW HAVEN 14. CONN. the board; Alfred Lueder, president; 


Telephone CHestnut 8-5515 TWX: NH 84 


Thomas Goodwin, executive’ vice 
president and chief engineer; Gil- 
bert C. Leib, assistant secretary and 


assistant treasurer. 
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/ TELEPHONE MARKET PLACE 


CLASSIFIED RATES: 15¢ per word, minimum charge $2.00. Cash with order. 
written form in Chicago office no later than 20 days preceding publication date. 


Add 4 words for box number. Closing deadline: Copy in 
DISPLAY CLASSIFIED RATES: Take card rate of $8.00 


per column inch, and card discounts, size and frequency apply. 


HELP WANTED _ 





TELEPHONE 
ENGINEERS 
Local and out of town positions. Top 


pay plus per diem allowances. Short 


and long term assignments available 


in the following: 


e TRANSMISSION ENGINEERS 

e TRAFFIC ENGINEERS 

e OUTSIDE PLANT ENGINEERS 

e TRAFFIC ENGINEERS 

e CARRIER TRANSMISSION 
ENGINEERS 

e@ EQUIPMENT ENGINEERS 

e MICROWAVE & RADAR 


Retired tele phone engineers u elcome. 


Send detailed resume to: 
D. J. KAY 


KAY & 
ASSOCIATES 


1605 Palm Drive 
Mt. Prospect, Ill. 


AMBITIOUS MEN — Qualified as station 
installers, equipment installers, cable splic- 
ers, linemen Work in midwest. Harris 
McBurney Co., Inc., P. O. Box 267, Jack- 
son. Michigan 

TELEPHONE TRANSMISSION 
NEER completely versed in all 
of telephone transmission engineering. 
All types of equipment. Work location, 
Anchorage-Fairbanks area. Please furnish 
complete resume and expected salary re- 
quirements in reply. Three (3) month 
contract. Box No., 216, c/o TE&M. 


ENGI- 


aspec ts 


recent Engineering 


interest in 


Opportunity for 
graduate with telephony 
and basic knowledge of electronics 
and switching. Limited experience use- 
ful but not mandatory. Present em- 
ployes are aware of this Ad. Box No. 
215 c/o TEM. 


GENERAL TRAFFIC SUPERINTEN- 
DENT — Independent Comnany with 68 
exchanges, 97% dial, 9 toll centers, 3 
with DDD and 2 more in process. Total 
telephones 128,000. Opportunity and 
challenge for ambitious young traffic 
man Northern Ohio Telephone Com- 
pany, Bellevue, Ohio, Wm. C. Henry, 
President 

SALES ENGINEER — needed by a grow- 
ing manufacturer of telephone test equip- 
ment. Should be familiar with telephone 
systems and their Excellent 
‘uture possibilities Wil- 
kens, Northeast Electronics Air- 
port Road, Concord, N.H. 


problems 
Write W. B. 
Corp.., 


YOUR DECEMBER 1, 


POSITION WANTED 
PROBLEM SOLVER seeks challenge. 
Age 35, advanced degree, over 10 
years top level legal commercial, em- 
ploye relations, finance and plant ex- 
perience. Heavyweight in agreements, 
analysis, administration and rate regu- 
Reputation for putting out 
fires, cost reduction and fast action. 
Outstanding references. Ideal No. 2 
man. Wants challenge with live com- 
pany. Write Box 214, c/o TEM. 


lation. 


FOR SALE 


ELECTRIC TYPE 40 PAX 
TELEPHONE SETS AS REMOVED FROM 
SERVICH NOT REBUILT) ST. LINE RING 
ERS DIALS HAVE NUMBERS ONLY 
COMPLETE CHECKED OUT $4.90 SA 

POWER SUPPLY — PBX — LORAIN — RT-2 

UNITS 5.00 EA 


AUTOMATIC 


SUBCYCLE MODEL B INPUT 1 
cy OUTPUT 20 < g 00 EA 
T DIALS A.E WESTERN 
RIC 25-HB r $2.50 EA 
LARGE 
OR SEMI-VI 


a. 115 V t Cy 
SINGLE STROKE 
0 EA 


F.0O B., CHICAGO, ILL 


BRATING 
QUOTATIONS 
INDEPENDENT TELEPHONE REPAIR CO 


2137 West 2ist Chicago 8, III 
LAfayette 3-5439 


TWO SETS Kellogg synchromonic five 
frequencies — five party ringing machines 

type code No. 44, 48 volts input; 
mounted, with 28B_ transformers, con 
densers, fuses, test panel, control switches 
all mounted on a frame ready to install. 
Very reasonable $185.00. Box 218, TE&M. 








~ FOR SALE 





USED COE: Sixty Line North All-Relay 
Automatic CX-100. Just removed from 
service. Complete and in excellent work- 
ing order. Will make an excellent small 
exchange or PABX unit. Make us an of 
fer. Converter: Universal code to selec 
tive ringing converter. Like new. Write 
or call, West River Telephone Corpora 
Hazen, North Dakota. 


tion 


WANTED TO BUY _ 


TELEPHONES — Any condition. Desk 
stands, wall Advise quantity 
available. Write Box 78, c/o TE&M. 


sets, et 


~ PRODUCTS & 


VICES 





BELTS — CLIMBERS — Complete Line- 


equipment. W. M Bashlin Co., 
Bldg., Grove City I, Pa. 


men’s 
Bashlin 


High 
way Trailer Co., Edgerton, Wis¢ 


Switchboard (with or without 
(straight and retractile) 
colors. — Commercial 
Main St., Clitton, 


CORDS, 
plugs), Instrument 
cords in eleven 
Cord Co., Inc., 26 
Springs, New York, 
POLES, Southern Yellow Pine, Pressure 
Creosote and Creo-Penta - Piedmont 
Wood Preserving Co.. P. O. Box 700 
Augusta, Georgia, Spartanburg, S. Cc. 


HEADSETS 


(LIGHT WEIGHT OPERATORS TYPE) 
#52-AW Operators Headsets with #396-A Plugs (new) 
#52-AW-310 Operators Headsets with #310 Plugs (new) 
#52-BW Operators Headset with 10 foot Coiled Cord and #289-B 


Plug (new) 


JACK PANELS 


PATCHING AND TOLL TEST 


W. E. #230-A Jack Mountings complete with 26 #410-A Double Jacks, 
Mtg. Dimensions 17-5/16” length and 1-22/43” width for 19” Rack. 


(NEW MTGS, RECOND. JACKS) 


W. E. #185 (PJ-341) Jack Mountings complete with 24 #410-A Jacks, 
Mtg. dimensions 17-5/16” length and 2-1/8” width for 19” Rack. 


(NEW MTGS. RECOND. JACKS.) 


W.E. #218-A and #239-A Individual Jacks for above Mountings. 
WE PROMISE YOU COMPLETE SATISFACTION! 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 KINNEAR RD. 


COLUMBUS 21, OHIO 


488-0655(Area Code 614) 
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Transmission Measuring Set 
with Oscillator & Phone 


Osc. 500-1000-2500 cycle at 0, 
—20, —40 DB level into 600 ohm 
load. 

TMS Range 100 to 10,000 cycle 
—50 to +15 DBM in ‘2 DB steps 
from 600 ohm source. 

Phone EE8B Army Field Telephone 
(LB & CB) built-in. 

Complete with 70 page manual and 

full batteries & test leads. 

1 61 (ANPTM 3) new ......... 
slightly used, A-1 ...... 


Portable Test Phone EE8 ha, Wheatstone Bridge 
Army field telephone with hand generator & hand- = slide-wire type (fast) 
set press-to-talk switch in handset prevents battery L & N slide wire & galvanometer 
drain except when transmitter is in use. quick and accurate DC resistance 
Rebuilt, new handset measurements for locating grounds, 

W.E., AE, Stromberg, Kellogg 25. crosses and shorts. 
reconditioned, A-1 .... anon => Has Vacuum tube oscillator for opens 
(all parts available) and capacitance tests at 20 cycle. 

TS 27/TSM, with batteries & manual 


2 New ue _.......-$99,50 
The Telectric Co. papery 7500 
TS 27B/TSM, later type, in metal 
1218 VENICE BOULEVARD LOS ANGELES 6, CALIF cose (aome fouturn) eew 


(DDD 213) Richmond 8-2249 used, A-] 





PRODUCTS & SERVICES | _ PRODUCTS & SERVICES — PRODUCTS & SERVICES 








POLES, Southern Yellow Pine — Taylor 2000 Lbs. Capacity trall- 
Colquitt Company, 217 Main St., Spar POLES ° CROSSARMS peel pe peg 
tanburg, S. C, RAIL or TRUCK DELIVERY up cable, line wire and 


a aes ora a ; eee Pressure-treated to your specificati 1 drop wire. Priced RIGHT 
a "= ications, 16 sales 
POLES, Southern Yellow Pine Texas offices, 34 plonts serving you. See Yellow Pages, Write for illustrated lit- 


Creosoting Co., Orange, Texas. write or call Pittsburgh EXpress 1-3300. erature NOW TODAY 
PROTECTIVE EQUIPMENT — Reliable Cr) KOPPERS COMPANY, INC, 


Electric Company, 11333 Addison St., Wood Preserving Division 
Franklin Park, Ill. Jo 777 Koppers Bldg, Pittsburgh 19, Pos WHITAKER REEL MFG, CO. 


pane P. O. Box 1318 Monroe, Louisiana 
HYDRAULIC CONTROL ; ee each 


STE RLI NG Made Pesto pat oe F Biaalog 


Small or large quantities “ 
EARTH BORING MACHINE pipe ot .+ OF THE WORLD’S FINEST 
Cc s Write for free catalog 7 x ti47-2-) 11s GOV'T 


WYOMING VALLEY EQUIP. DIV. MATHEWS COMPANY SURPLUS BARGAINS 


114 WYOMING AVE. - KINGSTON, PA. 827 S. Harvey Oak Park, Ill. 
TELEPHONE EQUIPMENT, 
TEST EQUIPMENT, 


Amplifiers, Generators, Power Sup- 


SPRING TENS plies, Motors, Dynamotors, Head 
EVERY MONTH ION GAUGE I sets, Cable, Antennas, Microphones, 
Ae [*<3 Meters, Inverters, Transformers, 
Extremely accurate for determining wi : Transmitters, Receivers, Ete. - Ete. 
settings or checking tension of re- __, 
More and More lay and other springs. Address Dept. TE 


Telephone Companies STG-2-D—(#70-D type) A i FAIR RADIO SALES 


0-50 gr % ra oo 
use DIRECTORIES — is z 2133 ELIDA RD. 
produced $1G-2-H—(+70-H type) : P.O.Box N05 + LIMA, OHIO 


0-30 grams, 2 gram 


b Z 
y Your Inquiry steps. $6.95 each. STG-2-Z—For heavier 
Respectfully $TG-2-J—(#70-F type) SPrings. © to 1200 McGRATH 


Solicited 0-150 grams, 5 grams in 100 gram 
steps. 36.95 each. steps. oftame | 644" ENGINEERING, INC. 
ong. t . . 
STG-2-F—(70-F type) 917". 2¥4" wide. Consulting Engineers 


LELAND MAST 0-10 grams, 1 gram Furnished in vinyl 209 West 6th Street 


steps. $6.95 each. case. $8.40 each. 


DIRECTORY COMPANY TOPEKA, KANSAS 


P. K. NEUSES, INC. Write for catalog 
1619 CREENWOOD WILMETTE, ILL. . - 
511-21 N. Dwyer St., Arlington Heights, Ill. Telephone CEntral 2-2358 
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PROFESSIONAL SERVICES — 








‘PROFESSIONAL SERVICES _ 








ALLEN K. HAMILTON ASSOCIATES, INC. 
CONSULTANTS - SYSTEMS ENGINEERS 
GENERAL ENGINEERS 


sciele) peeled Sm S Si Tell.) TELEPHONE FEocarar @-2400 





Professional Engineers Contractors 
Central Office Installations 
Cable Splicers Plant Crews 


HENKELS & McCOY 


1800 Johnson Street Elkhart, Indiana 
Tel. CO 4-1121 


CARL C. CRANE, INC. 
Consulting Engineers 
121 S. Pickney Street, Madison 1, Wisc. 
Telephone Alpine 6-0247 


HARRIS-McBURNEY CO. 
PUBLIC UTILITY CONSTRUCTION 
A complete construction service for the 
telephone industry 
Construction Crews Designing 
Station Installers Oe 
Cable Splicers C. O. Installation Mail 
Underground Duct Systems 
Telephone ST 4-6126 
P. O. Bex 267 Jockieon, Michigen 


D. EHINGER, P. E. 
Consulting Engineer 
Telephone Utilities 


Address: 
639 W. Madison 
Decatur, Indiana 


UTILITY 
PLANT 
CONSTRUCTION 


Construction (Lo. 


45 North Clark Street ® Sullivan, Missouri 


Consulting Engineers by the month or 
by the year to relieve your peak engi- 
neering loads. 


KAY & ASSOCIATES 


1605 Palm Dr. Mt. Prospect, Ill. 
HEmstead 9-1386 


DAN MAC DELUXE 
WEATHERPROOF LOUD RINGING EXTENSION BELLS 


With Aluminum 6-Inch Gongs and Non-Magnetic Alumi- 
num Cases with Outside Mounting Brackets Available in 
Straight Line and All 
Frequency Ringing. 
High Impedance or 


Low Impedance. 
Special Resistance 


on Request. 


DISTRIBUTED BY JOBBERS OF 
TELEPHONE EQUIPMENT. 


TELEPHONE REPAIR & SUPPLY COMPANY 


1760 West Lunt Ave., Chicago 26, Ill., Telephone ROgers Park 4-3817-8 
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Se See ee eB ee ee ee eee eee eee 


f TE&M to 


& state 


city & state 


] payment enclosed 


Subscription rates: U. S. & Poss. $4.00 per 
year; Canada $5.00 per year; All other 
countries $6.50 per year. 


SPECIAL CHRISTMAS BONUS 


Telephone Engineer & Management 
will send a free copy of the new 
“TELEPHONE HANDBOOK FOR 
PLANTMEN & MANAGERS” with 
each gift subscription ordered 
through December 15, 1961. 
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TERRIFIC BUYS OFFERED IN GOVERNMENT SURPLUS AND TELEPHONE EQUIPMENT 


1 AUTOMATIC TELEPHONE ANSWERING anct RECORDING | C, (A 12) RATS TRUNK SW/TCHBOARD 


@ This ts one of the moet remarkable buys we have 
Quick Facts: ever offered. These deluxe boards were made to 
sip rigid government specifications and have standard 
ieee Wee : rewite and key arrangements 
SPECIFICATIONS 
@ Attractive walnut finis 
i2- ce 


p, A > 
Cosr Cov’r over § £50 22 


SS 7 | > Sah WE 
Sise, 9" x weig . | k “ . rivate te coh mes are cos nected together vs 


( ITEM @TE748 


Sale TE 





FOLDING TYPE 
PAY OUT -TAKE UP 
WIRE REEL 


L/INEMANS CLIMBER 'S | LINEMANS BELT & SAFETY STRAP 


: = Cosr Gow? F 29-50 | OST Gow? 
" | OVER #25 20 
ey» See | | 


= 


a) ncoin | tegh ">" rings, 3 too! oops, tape thong, plier p ; 2 AHARMON/C 
een st tee sayy. “Al ota . | (©) ((eo BeAr TELEPHONES 
\ | | r/~ VE (3 or 5-LiNE) ODELS 
ssn 42 6-PAR UG. ot AERIAL CABLE MEG «aire, to tk ig 


ital i vm 


=] 


. 
ee 





¢-Way EXC 
ANCHORS We 


; ao aes | £487 £3.95 
GLASS /NSULATOR BUYS mee 
| LEN, i eon | Sa AB 


| dD force 6 auc /2-VOLT BATTERY WORM GEAR WINCHES 
= GOUT Lee $278 06 
pire £90 00 


£/ST $78.00 





@ Compact dual battery t 
Consiste of tw mple 


del B 


(ITEM @TE714 E 


E24 25 I 5/59 
F.O.B. Lincol F.O.B. Lincoin 


with the finest steel cut 
These motors develop tre 





© Unit is furnished complete with tubes, carry ng 
straps, etc., less batteries, Dimensions 15" high 
12" wide, 8" deep, Shipping weight 27 Ibs 


dous torque at 6 or 12-volts DC, The gear motors 


SURPLUS CENTER 9%00wn:s7'0 ST, LINCOLN, NEBRASKA 
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ADC Products 
Acme Visible Records 


Airtronics International Corp. 


Alphaduct Wire & Cable Corp. 
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Aluminum Ladder Co. 
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Electronic Secretary 
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32 
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By 


Initiative Still Counts! 
MONG the duties of Daniel Cifor, 


- 19-year-old the 
Lockheed Aircraft Corp... Burbank. 
Calif... 


staple 8. 


messenger for 


was the delivery of boxes of 
Few would think the chore repre- 


sented a giant step toward getting 
ahead. 

But Cifor was curious. The boxes 
marked 


container. He wondered if there were 


that 


were “5.000 staples” pet 


many in each box. 

So he counted the staples 
counted them during his lunch hours 
for a full week. And he found what 
he was seeking a shortage. 

He found 104 less staples per box 
marked fact 
stantiated by Lockheed’s 
Department. It was learned that the 


than later sub- 


laterial 


supplier had erroneously recalibrated 


its automatic counting devices after 


changing to a heavier wire in. the 


production of staples. 
Lockheed’s 


sion buys approximately 50 


Since California divi- 
million 
staples a year. the 2 per cent short- 
the 


amounted to 1-million staples. 


age unearthed by messenger 


The supplier made up the shortage 
pronto. 

It looks as if enterprising Daniel 
Cifor is going to be with Lockheed a 
They liked his curiosity. 


long time. 


Price of Welfarism 
— Ll. S. News & World Re- 
Report: “Nearly 132 billion dol- 


lars That’s what it cost taxpayers 


last year to run the federal. state and 


local governments. And the load 


keeps rising. The private economy 


but 


is growing too. not as fast as 
The 
fourth of his time to pay his tax bill.” 


All in all. the 


to point out, the tax burden today 


taxes. average man works a 


magazine goes on 


is close to 30 per cent of the entire 


82 YOUR 


DECEMBER 


JOHN G. 


cent ol 
the fed- 


cent 


20.4 pel 


taken by 


7) 


national output 


that output being 


eral government. and { per 
and local government. Per- 
state 


lections have shown the most rapid 


by state 


centagewlse. and local tax col- 


rise in late years. But the possibility 


of further increases in the federal 


tax load is facing us. 


solution? There are 


What's the 


Various answers. some of a_ highly 


technical nature. But one thing is 


sure unless non-essential spend- 
ing is eliminated. at all levels of gov- 
when 


a half, 


ernment, the time will come 


youll be working a third. or 
time to 
This is the 


price of having government take care 


or two-thirds of your pay 


the cost of government. 


of vou from cradle to grave. 


REYNOLDS 


A Thneak Thief 
| EN GILLETTE of 


tion Equipment and Engineering 


Communica- 


Co.. Chicago. sent us this story about 
the editor of a smail town newspaper 
who ran the following notice to ex- 
plain the lack of the letter “s” 


copy appearing in the issue: 


in all 


“Latht night thome thneaking thief 
thtole into our compothing room and 
pilfered the cabinetth of all the 
etheth. We take thith opportunity to 
inform our readerth that we are ex- 
tremely thorry for the inthipid ap- 
pearance of todayth paper. We altho 
withh to thtate that if we 
thith 


thnake in the erathth. in or near our 


catch up 


with theoundrel. the dirty 
print thhop, it will be our complete 
and thorough thatithfaction to thoot 


him!” 
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NO. 10 OF A SERIES 


According to our artist, there 
were unexpected guests at 
the first Thanksgiving. They wore 
feathers in their caps and carried 
their own carving utensils. They 
burst in on the Pilgrims with fierce, 
rude yells (even as your neighbors 
— and ours) without even having 
had the decency to phone ahead. 
Which brings us to the commercial 
—and incidentally, to what we 
consider, most distinctly, a feather 
in our cap. 
We mean the Warren Transistor 
Power Pack — a complete, transis- 
torized power, ringing and tone 
supply for which full many a PBX, 
PAX, and PABX installation would 
be justified in giving thanks. 
Why? 
Because a Warren Transistor Power 
Pack refuses to age. There is no 
maintenance problem . . . 
Because no standby equipment is 
needed where batteries are used in 
PBX (both ringing and tone 
; j generators are dc operated) .. . 
~ \y \\ SY ww Be ~‘ (, a 2 ong - rer than 
coe Nats, ay _ yr a Hy s ; the cost of buying individual com- 
: WSs MIS ‘git ~\ > S is Lh ee. ponents separately .. . 
. ‘ % < ? = €—_ Because this unit packs more power 
(up to 20 amps) in less space than 
any other power pack available. . . 
Because Warren offers a complete 
line to suit every requirement, in- 
cluding seven 24-volt models and 
seven 48-volt models, none of which 
look much like the one in the draw- 
ing. (We've corrected the situation 
below.) 
Please write for complete informa- 
tion. 


WARREN PRODUCTS 


TYPE TFR — Transistor Float Rectifiers 
TYPE TPP — Transistor Power Packs 


TYPE TMR — Transistor Ringing 
Generators (25 & 50 Watt) 


TYPE TRT — Transistor Ring Talk 
Power Supplies 


TYPE TTG — Transistor Tone Generators 
TRANSISTOR TONE LINK EQUIPMENT 


~ 


FOR REPRINTS OF 
THE SERIES WRITE 
WARREN MANUFACTURING CO. 


WARREN 


MANUFACTURING COMPANY 
Littleton, Massachusetts 
Tel. HUnter 6-3511 


JUST FOR THE RECORD............... 


FIRST COMPLETE LINE 


in 


This is what a 48 TPP 20 48 
Transistor Power Pack re 








Nicopress insulated splicing | 
Sleeves for rural and urban 
multi-distribution wires 


With this Nicopress D17 Tool and Nicopress Insulated 
Splicing Sleeves there is no need to tape splices to keep 
out moisture. The plastic sleeve within the outer copper 
jacket fully insulates the inner conductivity splice and 
seals the splice from air and moisture. 

Nicopress Sleeves are available in three sizes for 


multi-distribution wire: 19 AawG, 22 AWG, and 24 AWG. 


One Nicopress D17 Splicing Tool fits all three sleeves. 


The National Telephone Supply Company 
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Canadian Mfr.—N. SLATER CO., LTO., HAMILTON, ONT., CANADA 


Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 
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